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- The Weakest Link must be the SAFEST— 









Build greater 
permanent 

fuse volume 
with ECONOMY! — es 


| eee Sxpendable ..« but giving 


| A tuse must be “expendabl« weak « 


Fuse wa 


| - ‘ ae 2717 N Greenview Ave. Chicago, Illinois 
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The Advertisement reproduced above is appearing in magazines hav- 

ing a circulation of over 200,000 — to men who specify or buy fuses 


The “Jink” between Jobber Profits and Economy sales is solid and safe. Adver- 





tisements like the one above constantly push higher the already enormous 
demand for Economy fuses. Backing the advertising campaign is Economy's 
proven record for quality and dependability. There’s permanent 


satisfaction among the tens of thousands who use Economy fuses! 
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The “know how’ lighting series 




















FUNDAMENTALS OF THE 
FLUORESCENT LAMP 


Written in simple language 
and using many diagrams, 
this 16-page booklet estab- 
lishes the background neces- 
sary for understanding the 
efficiency and advantages of 
using fluorescent light. 
(Form A-4348) 


Westingh 














HANDBOOK OF 
INFORMATION 


This 24-page booklet explains 
how the incandescent lamp 
works; nomenclature for 
bulbs, bases, and finishes; 
characteristics of good light- 
ing; and applications of the 
right light to various seei 

tasks. {Form A-4438 


LAMPS 





*lants in 25 cities 














EFFECTIVE 
MERCHANDISING IDEAS 


Tested techniques which help 
dealers sell more light are 
collected and illustrated in 
this 24-page booklet. Consis- 
tent, aggressive promotion of 
better merchandising sells 
better lighting and helps 
build the lighting load. 
(Form A-4715) 


FOR 
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SALES-MAKING 
ADVANTAGES 


Ten advantages of fluorescent 
light are nailed down in this 
24-page booklet. These ad- 
vantages are then translated 
into specific “user benefits” 
for each type of prospect— 
small shops, department 
stores, restaurants, offices, in- 
dustrials, etc. (Form A-4720) 


OUSC 


Offices everywhere 


SEE-ABILITY 























BOOKLETS TO SELL BETTER LIGHTING 


I; you don't already have 
The new practical guide ; ; 
fo fluorescent lambs this helpful literature, 


send for your copies now 








Booklets like these help you sell lighting by explaining to 
your customers the characteristics, operation, and 


advantages of modern light sources. 


Down-to-earth, simple, and profusely illustrated, they were 
designed for use by busy people interested in the proper 
application of light. 

REASONABLE QUANTITIES FREE. We will be glad to 


send vou reasonable quantities of any or all of these 








booklets for vout use -In promoting lighting sales. There is 
Pah Peri ae te een . 















DETAILED INFORMATION ais charge fa ‘Hii emer eTee Wi ses sh tain Elortzic 
This ast — pares _ eS et Crt a Ved as 

sents the data you n about . FOE ey ee Te 
Westinghouse fluorescent lamps and Corparnt tng ee Ve it ~ PY fy a2 
auxiliary equipment. It includes oY St lin a“ TS ; 
complete description of the lamps Rhee oe go RE 


and: equipment and gives details of 
operating characteristics. Everyone 
involved in the promotion of fluores- 
cent lighting can profitably use this 
booklet. (Form A-4759) 
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Westinghouse Electric Corporation 

Lamp Division, Bloomfield, N. J. 
Please send me the booklets in the quantities indicated: 

0 The Fluorescent Lamp (Form A-4348) 

0) The Incandescent Lamp (Form A-4438) 

CO More Profit from Lamps (Form A-4715) 

CJ) How to Sell Fluorescent Lighting (Form A-4720) 

0) Fluorescent Lamps (Form A-4759) 
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100 H.P. Reversing D.C. Magnetic 
Starter for Adjustable Speed Motor 


utth SQUARE D D.C. Motor Control 


Generous wiring space and accessible terminals for fast installation. Simplicity 
of construction for easy inspection and maintenance. Appearance that reflects 
sound engineering and functional design. These are the things which this D.C. 
motor control offers—in addition to consistently outstanding performance. 


Wherever electricity is distributed or controlled 


SQUARE J) COMPANY 


DETROIT MILWAUKEE LOS ANGELES 
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CHANGE OF ADDRESS 


McGRAW-HILL PUBLISHING COMPANY, INC. 
PUBLICATION, EDITORIAL AND EXECUTIVES OFFICES, 330 WEST 42nd ST. 
NEW YORK 18, N. Y. 


Director of Circulation, Electrical Wholesaling 
330 West 42nd Street, New York 18, N. Y. 


Please change the address of my Electrical Wholesaling 
James H. McGraw, Founder and Honorary Chairman 


subscription. 
James H. McGraw, Jr., President; Curtis W. McGraw, Senior Vice-President and 
Treasurer; NELSON BOND, Director of Advertising; EUGENE DUFFIELD, Editorial 
Assistant to the President; JosepH A. GeRaRpI, Secretary; and J. E. BLacKaurn, 
Jr., Director of Circulation. ee 


ELECTRICAL WHOLESALING (formerly Wholesaler’s Salesman). November, 1946. (Vol 
27, No. 11). Published monthly, price 25¢ a copy. Return postage guaranteed. Allow at 
least ten days for change of address. Subscription rates—United States and U. S. Posses- 
sions, $1.00 for one year; $1.50 for two years, $2.00 for three years. Canada, $2.00 for one 
year, $3.00 for two sears, $4.00 for three years. Pan American countries $5.00 for one 
year, $8.00 for two years, $10.00 for three years. All other foreign countries $15.00 for one 
year, $25.00 for two years, $30.00 for three years. Please indicate position and company 
connection on all subscription orders. Entered as Second Class Matter at the post office at 
New York, N. Y., under the act of March 3, 1879. Cable Address *‘McGraw-Hill, New York.’ 
Member of A.B.P. Member of A.B.C. ¢ ‘opyright, 1946 by ae Hill Publishi Inc 

All Rights Reserved—330 West 42nd Street, New York 18, Y. BRANCH O FiCES: 520 
North Michigan Ave., Chicago 11; 68 Post Street, San , ae 4; Pacific Finance RBidg., 
621 So. Hope St., Los Angeles 14, Calif.: Aldwych House, Aldwych London W. C. 2: Wash- 
ington 4; Philadelphia 2; 708-9 Oliver Bldg., Pittsburgh; Cleveland 15; Detroit 26; St. Louis 8; 
Boston 16; Atlanta 3, Ga. 
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New Title or Position 
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on (DEAL WIRING DEVICES 


Due to shortages, people will accept most 
any product today, but they still prefer prod- 
ucts of known quality. So they grab at IDEAL 
Products because of their reputation, their 
unbeatable quality and their extensive, 
persistent advertising campaign for over 
30 years. 





IMMEDIATE SHIPMENT ON THESE PRODUCTS 


B-X ARMOR CUTTER 
CABLE RIPPERS 


FUSE CLIP CLAMPS 
SCREW-TITE LUGS 


SOLDER LUGS FISH TAPE, REELS 
FUSE PULLERS AND PULLERS 


“E-Z'' WIRE STRIPPERS “AUTOMATIC” 
AND “STANDARD” MODELS 











USE THE new IDEAL “E-Z’’ WIRE STRIPPER, Uni- 
versal Model (illustrated above) AS A LEADER. 
It strips the whole range of solid or stranded 
wires from 22 to 10 gauge A. W.G. Pocket 


size, cuts and strips wires in one operation. 


How Our Jobber Policy Backs Wholesalers 


1. All our advertisements and Direct Mail 
display the statement shown below. 


2. Inquiries received at our General and 
Branch offices and orders sent direct to 
IDEAL are referred to Wholesalers. 


3. Over 200 Service Engineers are available 
to assist you in opening and closing sales. 


4. Envelope stuffers, bulletins, and many 
other sales helps are available to you. 


Dustubuted Through 


AMERICA’S LEADING 


IDEAL INDUSTRIES, Inc. * 


WHOLESALERS 





1047 PARK AVENUE «+ SYCAMORE, ILLINOIS 
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S 
2-inch Type LBD 


Sm a ——___— : z Condulet with three 
: 4 No. 1 lead covered cables 


A straight line 
easy pull either way 


=e 
—_— 


) Type LBD 
Md ) «e. the straight line pull 


ie CONDULET 


for large or lead covered tc conductors 


A straight line pull through EITHER hub. 


Saves time. 


Unobstructed pulling space. Easy to manipulate 


conductors. 


Domed Cover. Provides extra space to prevent sharp 
bends that are likely to injure the con- 
ductor insulation or sheath. 


All sizes. For electrical conduit from 
Y2-inch up to 6-inch. 


An Explosion-Proof type is 


available. Type LBH in sizes from 
Y2-inch up to 3-inch. 










A 





Nationwide n 

Jistribut 

ae CONDULETS ... first in the field and the finest 
Through Electrical 

Wholesalers 


ay CROUSE-HINDS COMPANY 
Syracuse 1, N. Y.. U.S.A. 


Oltices: Bi —— Boston Bulfalo ae Nera Pog a Denver — Detroit — Houston — Kansas Cit we Los os ele Milwaukee - Minneapolis New Kg 
Philo “elphia — Pittsburgh — Portland, Ore n Fra St. Lou Washington. Residen — acter’ "s say fee Atla ‘Chattotte Indianapolis New Orlea 
cause MINDS COMPANY OF CANADA. LTD., Main Office and Plant TORONTO, ONT. 


CONDULETS - TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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Siaty ONE”’ 
SIGNED FOR TWO 100-WATT FLUORESCENT LAMPS 


Ss new unit differs from the ‘Forty-Sixty” only in size and lamp capacity. The “Forty-Sixty 
~ ONE” is ONE foot longer in order to accommodate two 100-watt lamps. The light 
output of the 100-watt lamp is approximately twice that of the 40-watt lamp. 


Reflectors and louver fins are of Alzak Aluminum with Alzak reflecting 
surfaces and Satin Alzak finish. Louvers shield the lamps 25° 
lengthwise and crosswise. Arranged for use as individ- 

val units or continuous lines. Write for data 


sheets today. 


BALANCED LIGHTING 


low brightness luminaire designed for eye 
comfort. Sectional view shows light distri- 


bution. 40% is directed toward ceiling 
where it is evenly diffused throughout the 
room... 60% is directed downward. 

y a” = ho 4 sad 





8 ELECTRICAL WHOLESALING — November, 1946 














SERVING THROUGH SCIENCE 


CRLE LIIL IL Nene CCR 






FARM OR HOSPITAL 
Be Sure to Ask this Question 








SMALLEST DIAMETER, LIGHTEST WEIGHT 
— RUBBER INSULATED WIRE (KU, wweling wile (K MU, 4 


<@& SAFER because of perfectly 


A ¢ jiring— Ww : . old—is < “di > specifi- 
eusiaiaii ditties dequate wiring—for new structures or old—is assured if the specifi 


cations read ‘““RU-Laytex’’. 





<& SAFER because 10 layers of Electrical wholesalers, architects, engineers and contractors, familiar 
pure rubber insulation guard with this famous product of U. S. Rubber engineering, know from 
against current leakage. experience that here is the wire for modern electrification. 


For RU-Laytex, with its unique insulation of purified natural rubber, is 
| SAFER because of special today’s lightest weight, smallest diameter, rubber insulated building wire. 


fibrous, flame-resistant cover. Both in physical and electrical properties RU-Laytex leads the field. 


It prevents current leakage, has greater resistance to climatic deteri- 


Smaller size per- oration, is easier to install, permits more circuits per conduit. 
I I 
mits more circuits 
in conduit. So keep that question in mind: “RU wiring with RU?” 
US. The right answer means greater satisfaction for all concerned. 
e 
0 0.8 teieten CONSTRUCTION (RU type is approved hy the National Elec- 





trical Code as a general all-purpose wire.) 


UNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS ¢ ROCKEFELLER CENTER + NEW YORK 20,N.Y. 
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LITTELFUSE 


RAVENSWOOD 
NITE-T-LITE * SWITCH-LITE * IGNITION-FRITZ * NEON INDICATORS + SWITCHES + CIRCUIT BREAKERS * FUSES, MOUNTINGS & ACCESSORIES 


November. 


4757 NORTH 





> NITE-T-LITE 


COSTS LESS THAN 1 CENT A MONTH TO OPERATE—Let it burn 
night and day. Costs only a fraction of a cent a month for electricity and 
lasts up to a year when burned continuously. Gives a soft, glareless glow 
that shows family and guests how to get around safely in the dark. Con- 
sists of a tiny neon tube in an attractive, transparent plastic case. Plugs 
into any 110 to 125-volt A.C. or D.C. wall plug or receptacle. Approved 
by Fire Underwriters Laboratories and leading safety authorities. 


PREVENTS ACCIDENTS—Siatistics show that more people are killed or 
injured by accidents in the home than in all other places combined. Dark- 
ness is one of the major causes of accidents in the home. Nite-T-Lites pro- 
vide guiding lights which permit family and guests to move about the 
darkened house safely, without turning on regular lights and rousing 
other members of the household. 


SELLS ON SIGHT— Attractive counter 
display sells Nite-T-Lites without time or 
effort on your part. Nite-T-Lites also avail- 
able on individual display ecards for bin 
merchandising if desired. A profitable item 
for you to sell—every wired home needs 
three or more. Also excellent for theater 
aisle guides and various other uses. Write, 
wire or phone for prices. 


* Reg. U.S. Pat. Off. 


CHICAGO 40, ILLINOIS 
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This reproduction of a current industrial magazine advertisement 


contains valuable information for wholesalers and their salesmen 








Laboratory Tests Prove 
The ‘‘Hidden Values’’ of 
Safety and Efficiency of 
Vacu-Break. Safety 
Switches, Compared With 
Ordinary Enclosed Switches. 





ys In the test set-up, an ordinary 
§ enclosed switch and a Vacu 
Break Safety Switch are connected 
in parallel so that either switch 
can be used to make or break a 
30% power factor load of 50 
AMPERES, 540 Volts. This power 
factor approximates the condition 
prevailing in the case of a motor 
with a stalled rotor, 


the circuit is ruptured with 

VACU-BREAK Safety Switch 
under the same conditions (but 
without the precaution of the 
extension operating handle). Two 
photos, showing the VACU- 
BREAK Switch at the instant of 
opening and closing, differ only 
in the position of the handle and 
the operator's hand and the posi- 
tion of the ammeter needle. 


3 The arc is barely visible when 
the 


Avoid dangerous ares. Use Vacu-Sr00k 


safety switches 


An arc of considerable size and duration, with accom- 

panying flames of dangerous magnitude and inten- 
sity is produced when the circuit is ruptured with the 
ordinary enclosed switch. In this case an extension oper. 
ating handle was used as an extra precaution, (Keeping 
the camera open to catch the arc flash produced a 
phantom picture of the operator's arm as the switch 
handle was moved to the OFF position to break the 
circuit.) 





ON'T take risks in your plant! Get rotor conditions or on welding circuits of 
D the positive protection of BullDog similar types of inductive loads. 
VACU-BREAK Safety Switches. Their In such cases, with ordinary enclosed 
quick-acting Clampmatic Contacts, “tight switches a large open arc can jump to a 
as a bolted connection,” and the exclu- pole of opposite polarity or to the steel 
sive Bakelite Arcing Chamber that snuffs switch enclosure causing a dangerous short 
out dangerous arcs safely and instantane- circuit power arc. 
ously, insure long, trouble-free switch life. So avoid all such hazards to your per- 


sonnel and property and minimize pitting 
and arcing of contacts which lead to 
eventual break-downs by always specifying 


For these authentic test pictures show 
that even with as small a load as 50 


AMPERES, dangerous power arcs can —VACU-BREAK—when ordering safety 
develop on motor circuits under stalled switches. 
_ + = 


BullDog Also Manufactures BUStribution DUCT — Switchboards — Panelboards — Circuit Master Breakers 


Industrial 
Trol-E-Duct for Portable Tools, Cranes, Hoists—Universal Trol-E-Duct for totally flexible lighting 





ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN 


In Canada: BullDog Electric Products of Canada, Ltd., Toronto 
Field Offices in All Principal Cities 
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SWITCH BOXES 
~  QOUTLET BOXES 


* Many other types also available — 
A BOX FOR EVERY NEED 





8 
. 
& 
o 
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e@ Electrical wholesalers and salesmen the country over know 
they can always rely on Raco. They know it’s the packaged line, 


the uniform line, the dependable line—that it’s backed by 34 


SEND FOR FREE 
COMPLETE CATALOG 


years’ experience in the precision fabrication of steel products. 
Furthermore, Raco products are listed by Underwriter’s Labora- 
ON RACO PRODUCTS tories. Write today for information on this profit line of switch 


and outlet boxes. Remember, You Can Always Rely on Raco! 


ALL-STEEL EQUIPMENT, INC. 


300 Kensington Avenue, Aurora, Illinois 





ALL-STEEL PRODUCTS ES. See eee Ee eae aS eee ae 
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And it is our will that they always shall be. 


(Greater Philadelphia) fluorescent | ” ng 
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THE ARROW 


THE ARROW LOUVER is made of light- 
weight alloy and finished in a special 
white baked enamel that not only has a 
high quality of diffusion but stays 
WHITE. will fit any 
open-type fluorescent fixture. They come 
in two sizes: 48-inch for a 40-watt lamp. 
24-inch for a 20-watt lamp. 


SPECIAL FEATURE—The unusual design 


of this modern Arrow Louver offers out- 


Arrow Louvers 


standing advantages over the ordinary 
type. Point contact with lamp reduces 
electrolytic vapor shadows and provides 
greater light output. Extra depth louvers 
cut down glare, and spread light evenly. 
hasy to keep clean. 





LOUVER 


rescent fixture 


liahtina 


EASILY INSTALLED— The Arrow Louver 
is shipped in one piece. Simply clip it to 
the lamp with finger pressure. It may be 
removed just as easily. 

EASY TO SELL—Attractive appearance 
and superior design make the Arrow 
Louver extremely desirable for all open- 
type fluorescent fixtures for use in home, 
office, factory or store. 

LIST PRICE 


24-inch size ... $1.25 
48-inch size ... $1.95 


Write today for jobber discount. Quick 
DELIVERY. 


Specifications 


PART NO. LENGTH FITS LAMP 
4932 24 in. 20-watt 
4929 48 in. 40-watt 


UNITS 
PER CARTON SHIPPING WT. 
12 6 Ibs. 
6 6 Ibs. 


Each Arrow Louver is individually wrapped. 


jj 


ARROW 











SAFETY DEVICE COMPANY 


MOUNT HOLLY, NEW JERSEY 
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RLM 48 FLUORESCENT 1WO-LAMP 
OPEN END PORCELAIN ENAMEL UNIT 


« * 
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SPECIFICATIONS COMPLETELY 
REVISED 10 INCLUDE LATEST TECHNICAL 
DEVELOPMENTS 


No. 100—Testing and Inspectio® procedure 


Practical Guides for Men 


who buy or sell INDI) 
STR 
LIGHTING EQUIPMENT . 


W . “ { 
iking plans for industria 1 1uin *) 









No. 1 RLM—Dome Reflectors 








No. 2 RLM—DeeP Bow! Reflectors 








take adv 
advantage ¢ ° 
a ) > 
f the latest develop: ; 
No. 3 RLM—Symmetricel Angle Reflectors pments in 
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to up-to-the 
all -minute RLM s - 
identified by the RLM a and 






No.5 RLM—48" Fluorescent Two-LamPp 
Closed End Porcelain Enamel Unit 








No. 6 RLM—48" Fluorescent Three-LamP 
Closed End Porcelain Enamel Unit 








No. 7 RLM—60" Fluorescent Two-LamPp 
Closed End Porcelain Enamel Unit 
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No.9 RLM—48" Fluorescent Two-LamPp 
Open End Porcelain Enamel Unit 









No. 10 RLM—48" Fluorescent Three-LamP 
Open End Porcelain Enamel Unit 





S l verfor lan > ictor 
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No. 11 RLM—60" Fluorescent Two-LamP 
Open End Porcelain Enamel Unit 








A y 
« 1S h 1s SO vorthwhile to f llow 
RLM Spe if1c imiOns in : > « 
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No. 18 RLM—Glasstee! Diffusers 






No. 22 RLM—49" Fluorescent Two-LamP 
Closed End Porcelain Enamel Unit 
with Longitudinal Louver 





















( Op ° 4 
-opies of all > 
; ‘ft, may . ‘ cations 
manufacturer y be secured throug! = 
using RLM inspecti gh any 
on and re 
cr- 


No. 23 RLM—48" Fluorescent Two-Lamp 
Open End Porcelain Enamel Unit 









with Longitudinal Louver 
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Here are a few of many reasons why maintenance of Day-Brite’s 

heavy duty Day-Line industrial fluorescent fixture is a simple one- 

man job: 

y The porcelain enameled steel reflectors can be completely 
removed for servicing or cleaning. Just loosen the two hand- 


f 
7 





operated wing nuts. That's all. No tools are needed. . 4 

py 

© The wing nuts are fastened to reflector. They can’t be lost 1 H 

“7he DAY-LINE ™ “when the reflector is removed. | 


Heavy duty industrial 


fixture with porcelain- = In continuous installations, the reflectors can be individually 
quameted stew! cofactors, * removed. They are not fastened together. 

Designed for two and three 

40-watt and two 100-watt . 

nes. . . walt enl annie g The lamp starters are located behind sockets and can be 


vous installations. Patent * replaced without disturbing the lamps. 

Nos. 2317434, D135375, 

D133458. Write for Bulle- 

tin No. 30A. Day-Brite Lighting, Inc., 5405 Bulwer Avenue, St. Louis 7, Mo. 
Nationally distributed through leading electrical supply houses. 
In Canada: Address all inquiries to Amalgamated Electric Corp., Ltd., 
Toronto 6, Ontario. 









IT’S EASY TO SEE WHEN IT’S 


VAN io ing - 
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Because people get cold_all_ over 
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..- 2 Heater that warms all over 























Modern Thermador Longfella’ provides head-to-heels warmth 
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Height 36!2” 
Base 
Diameter, 10” 
Wt., Approx. 






LONG TO PROVIDE HEAD-TO-HEELS WARMTH 
SLENDER TO CONSERVE SPACE 






= 
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4 bs. Here, at last, is an electric portable that warms you ALL over. Unlike the 
Shipping 4 ordinary portable that merely beams its rays in a restricted direction, the 
Wt., Approx. 4 long, slender Longfella’ diffuses its warmth over a high, wide area. As a 
foes wee J result, this remarkable Longfella’ gives you greater warmth to a greater height 
watts, 





over a greater portion of the room. 

Naturally, then, the Longfella’ is more economical ... but that’s not all. 
Its slender design conserves space ...its heat, being electric, is clean and 
pure...and its exclusive, cam-shaped safety base, which automatically 
points the heating element ceilingward when the heater is accidentally 
pushed over, offers maximum protection. 

For complete details, see your jobber or write to Dept. EW-11. 


THERMADOR << 
LONGFELLA’ ...“...."... 


Thermador Electrical Mfg. Co., 5119 District Blvd., Los Angeles 22 





7 


120 volts, AC 

$13.75 incl. 

Govt. Excise 
Tax 


Cat. LP 131N 







— 
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| figure a company 


which has such a good 
and long-standing 


reputation surely knows 





its business. 


tig 





ONDUIT 


SPANG= ANT 


Division of The National Supply Company 
General Sales Office: Grant Building, Pittsburgh 30, Pa. 


District Offices and Sales Representatives in Principal Cities 
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PERFORMANCE 


Only through years of planning, training and 
practice is it possible to assure perfect perform- 
ance. Every Smithcraft fluorescent fixture has 
behind it countless hours of skilled effort brought 
to full perfection in the soft brilliance of the inte- 
rior which it lights. Scientific planning on the 
designers’ boards — exact curves of reflectors, di- 
mensions and design of louvers—make every Smith- 
craft fixture produce the utmost in illumination. 


DEPENDABILITY 


Die-stamped housings, rigid and strong, mean life- 
time efficiency. Completely wired and ready to 
hang, every Smithcraft unit is ever dependable in 
holding down maintenance costs. Easily operated 
hinged louvers greatly simplify cleaning and re- 
lamping. Installation costs are sharply cut by the 
exclusive Smithcraft one-man ceiling plate. For 
stem suspension mounting, the exclusive Smithcraft 
Non-Turn Stem Lock makes hanginga one-man job. 


BEAUTY 
The slender V type VISION, the DAWN with its 
decorative louvers, the practical grace of the 
LOUVERLITE— these and all of the Smithcraft line 
have real beauty designed into them. In open 
types there are the STANDARD and PEERLESS. 
The distinctive wood-frame HORIZON may be had 
with either etched glass panel or hinged louver. 
The SKYLITE, anattractive louveredunit with ribbed 
glass side panels, is smart for stores and offices. 








PEERLESS 


A Complete Line of Industrial / 
and Commercial Fluorescents 
— ; u ? 
Distributed exclusively Mt {Cl CA. Wiel bal lem olhalciiel. 


through electrical wholesalers 





Chelsea 50, Mass. 





November, 1946 — ELECTRICAL WHOLESALING 21 











Okonite backs up your own Ade- 
quate Wiring promotion by sponsor- 
ing this and other publication mes- ¥. 
sages like it—addressed to archi- —mp |} 
tects, planners and specifiers as well ; 
as other industry groups interested 
in extending the effective use of 
electric power. 





¢3 


Sid 









Inadequate Wiring Can Keep Your Plant's 
Electrical System Unfit for Future Growth 


O ENGINEER would send a small boy to do 
N the work of a husky man. Yet some drift 
into something that’s very much like it . - . into 
letting electrical systems continue to operate with 
wiring facilities far short of what they should be. 

A good program to prevent such drifting is 
“More power sources and more power at each 
source.” This is a matter of added electrical outlets 
— and much more. \t calls for Adequate Wiring in 
the broadest sense of the term — wiring not only 
for present needs but planned to take care of future 
lighting and power re- 


quirements at the lowest 





cost per kilowatt consumed. Many other precau- 
tions help you get full electrical efficiency. You 
can insist on ample copper in conductors. You 
can use cables of higher voltages and put unit 


substations at load centers for greater operating 


22 


economies. You can correct power factor with such 
apparatus as synchronous motors and capacitors. 

The principle of Adequate Wiring can be ap- 
plied to improving existing buildings electrically 
or to making sure that in new buildings there will 
be no costly renovations, no ripping out of floors 
and walls. In every stage of your program, you'll 
find it well worth your while to work with an 
Okonite engineer, who knows electrical transmis- 
sion and distribution problems and who draws on 
his company’s experience in the manufacture of 
insulated electrical wires and cables since 1878. 


The Okonite Company, Passaic, New Jersey. 


ee 3 & SINCE 1878 


insulated wires and cables 
for adequate wiring at its best 


4696 
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There’s nothing puzzling about the huge, ever 
growing number of important installations that 
include FEDERAL NOARK controls. They're ‘“‘part 
of the picture’ of modern industry, fitting closely 
into plans that call for absolute dependability at 











every point. Write for your copy of the Federalog, E... AS IN “EFFICIENT”! 

containing complete specifications on FEDERAL The magnets used in FEDERAL 

NOARK Electric Products . . . Federal Electric NOARK Controls are E-shaped and 
, , : proportioned to give a strong pull 

Products Company, Executive Offices: 50 Paris with very low power consumption 

Street, Newark, N. J. Plants: Hartford, Conn., :' Broa a — 

t ° 
Newark, N. J., St. Louis, Mo., Long Island City, N. Y. NOARK Electric Products. 

















Federal sox 


AN DUSTEMAL CONTROLS 


FEDERAL ELECTRIC PRODUCTS COMPANY, MANUFACTURERS OF A COMPLETE LINE OF ELECTRICAL PRODUCTS INCLUDING. 
MOTOR CONTROLS, SAFETY SWITCHES, CIRCUIT BREAKERS, SERVICE EQUIPMENT, PANELBOARDS AND SWITCHBOARDS 
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Thanksgiving ...365 DAYS A YEAR 











Every day electrical jobbers are thankful for trouble-free Conduit Pipe Prod- 
ucts...and their customers are equally thankful. For these properly gauged, 
carefully chamfered, perfectly reamed, and rigidly inspected products give 


complete assurance of faster, more profitable, trouble-free installations. 





REPRESENTATIVES IN PRINCIPAL CITIES 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 


PIPE COUPLINGS (_) PIPE NIPPLES @—) ELBOWS, 90° AND 45° ==> 


RUNNING THREAD PIPE ggg) GOOSENECKS =~) _WALLPLATES 
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We have designed many cables which 
have solved a multitude of problems. 
When you come to Ansonia for some- 
thing original in cables, our engineers 
will turn out a product to meet your 


specific requirements. 






ECTICUT of 
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Here’s the promotion to help 
you sell more G-E Heat Lamps! 


General Electric’s big Heat Lamp cam- 
paign works five ways to help dealers 
cash in on a fast-growing market: 


1, EFFECTIVE DISPLAYS, including a 4-color 
counter card and a 2-color window 
streamer. 

2. AD MATS to give this big sales event a real 
send-off in your local newspapers. 

3. NATIONAL ADVERTISING in Life, and Better 
Homes & Gardens. 


4. NEW LITERATURE. A 2-color, 6-page consum- 
er folder on the many uses of G-E Heat 
Lamps, and a 2-color envelope stuffer. 


5. SELLING TIPS On how dealers can use this 


promotion material to increase their G-E 
Heat Lamp profits. 


ON'T MISS THE PAvYoers! Lhere’s real mon- 
ey for you in this campaign if you tie-in. 
Urge your dealers to keep plenty of G-E 
Heat Lamps in stock, and use G-E Pro- 
motion Material to keep 'em moving! 





Take a peek in LIFE for Oct. 21, and you'll see what we 
mean. This eye-catching lass is featured in a full-page 
G-E ad that’s just one part of a powerful campaign to 
help you and your dealers make more money selling 
these two popular General Electric Heat Lamps. 


1. NEW! . ..G-E “HARD GLASS” 
HEAT LAMP with a “biilt-in” red filter. 
Reduces glare and gives added protection 
against breakage by splashing water. 
Retails at only $2.95. 


2. NOW! ... REDUCED PRICE for the 
Standard G-E Infra-red Heat Lamp—dras- 
tically cut from $1.60 to $1.25. This 
economy appeal will build bigger sales 
and better profits for you! 


G-E LAMPS 


GENERAL @ ELECTRIC 
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A COMPLETE COMMERCIAL 
LIGHTING LINE FOR WIDEST 
RANGE OF APPLICATION 


Here is supreme beauty of line and design... 












luxurious louver shielded 


fixture of metal and glass 


for smartest functional : z . . 
Single or continuous-row lighting... Flush or pendant 


effects. 
mounting... Louvered, glass, or plastic enclosed, 
or strip lighting. Unparalleled opportunity to 
provide efficient lighting in a wide variety of fixtures 
of integrated design, easily and quickly installed... 
Sixteen beautifully styled fixture combinations 
with a minimum of stocking, thanks to Moe-Bridges 


engineered use of the basic unit principle. 













Glass shielded deluxe fix- 
ture with Corning Alba-Lite 


enclosure for efficient, dif- 


¢/ CHECK THESE FEATURES 


@ Covers entire range of open, @ Clean lighting: louvered fixture 


fused glareless light. 


) 


ouvered and enclosed lighting; 2 is dust-and-dirt-free; plastic and 

and 4-light; 40 and 100 watt. glass fixtures, being completly en- 
closed, are dust-and-dirt-proos 

@ Hish level lighting... pendant 

or flush mounting; single or contin- @ Easy to maintain: enclosures 

1ous-in-line rows swing open for easy access, WITINs 


channel also accessible 





Plastic shielded fixture @ Bases and shields individually 
OT packaged, labeled, for easy stock- @ Designed for one-man installa 
sion enclosure of Vinylite ng and handling tion: basic units and enclosure 
sheet. , each assembled complete, requiring 
@ Makes possible delivery of large no supplementary part 
orders from an economical inven- 
tory. @ Underwrkers Laboratories ap- 
proved 
@® Convertible to instant start with- 
out changing ballast. ¢ @ Union-Made...(1.B.E.W. label.) 


Wrtte! 


Send today for LIGHT-IN-LINE folder 
illustrating and describing this distin- 










Basic unit, used as a strip or 

trough fixture; 48’ (40 w) 

and 60°" (100 w), available 
in 2 and 4-light sizes. 


guished line in full detail. 


MOE-BRIDGES CORPORATION 
Dept. 211, Sheboygan, Wisconsin 





Please send me the LIGHT-IN-LINE folder. 


Company Name 
Individual 
Street 


(city Zone 


YEARS LEADERSHIPsIN THE LIGHTING FIELD 





Shown in this advertisement are four fixtures of 
almost universal usefulness —from the latest Virden 


productions. 
We like to believe that applications for these good 


fixtures are so clear and practical that every lighting 
man will see instantly how Virden Values open the 


for homes door to opportunity everywhere. 


Available now. See your Virden jobber. 


my 


Lantern No. 277 





No. 612 
Bent Glass Pressed Glass 
for General Use 
for Bedrooms 
No. 415 









IRDEN 





THREE SIZES 
V-506, 1 light 


D T 
i ii V-508, 2 lights 
Kitchen V-510, 3 lights 

Unit 





Member American Home Lighting ustitute 
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saya A. B. SHEPHERD — 
ELECTRICAL ENGINEER 


j 





ia 
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SAFLEX PLUG-IN DUCT... 
Provides Flexibility in Shop Layout 


Permits plugging in machines where and when 
you want them. Units are easily attached and 
disconnected. 100% salvage for re-use. 


Available in 225, 400, 600, 800 and 1000 


ampere capacities. 


“After considering every make of this type of 
, distribution equipment we purchased Square D 
Duct because we liked the construction 
features of the round bus, the flexible bus 
couplings which absorb expansion and 
vibration, the relative simplicity of assembly, 
and the rugged construction which reduces 
maintenance. These features (together with 
the service reputation that the Square D Com- 
pany has acquired and maintained through 
our use of Square D motor starters, safety 
switches, relays, etc.), prevailed when we 
decided to purchase Square D Plug-In Duct.” 


A. B. SHEPHERD 


Dl] SQUARED 


DETROIT MILWAUKEE 





SAFLEX FEEDER DUCT 
Runs Cool—with Low Voltage Drop 







Temperature rise 50% lower than for other 
totally-enclosed busses of equal copper cross- 
section and rating. Balanced voltage drop of 
only 1.8 volts per 100 feet of 3-phase circuit. 


COMPANY 


LOS ANGELES 
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LVES Why heme Electric 
Fluorescent Ballasts are 2¢77ZK 


For maximum light output, fluorescent lamps require the rated watt input 
for which they were designed. A ballast that delivers only 38 watts to a 
40 watt lamp is 5% deficient and that loss is reflected in lamp light output. 


Acme Electric fluorescent lamp ballasts are designed to deliver to the lamp 
the full watt output for which they are rated. In addition, secondary oper- 
ating voltages exactly meet the secondary voltage specifications of each 
lamp. These are important electrical characteristics that make Acme Elec- 
tric ballasts better in performance, efficiency, service. 


ACME ELECTRIC CORPORATION 


67WATER STREET a s * * * + CUBA, N. Y. 
Acme Electric manufactures Luminous Tube Transformers—Fluorescent Lamp Ballasts— 
Cold Cathode Lighting Transformers and Ballasts—-Mercury Vapor Lighting Transformers 

Radio and Television Transformers—Electronic Transformers—-Door Bell, Chime and 
Signaling Transformers—Safety Transformers—Voltage Regulating Transformers—Step 
Down Transformers—Control Transformers—Warp-stop Transformers—Capacitor Trans- 

Power Factor Correction— Air Cooled Power Transformers Rectifiers. 


IN CANADA, Acme Electric & Manufacturing Co. of Canada Ltd. 
1434 St. Catherine St., W. Montreal 25, Que 


formers for 
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Yee BULBS Blossom 


Plant CHAMPION Incandescent Bulbs and 
Fluorescent Tubes with any account on your 
list and watch the repeat business grow! 

For CHAMPIONS have what it takes to 
get and hold the business: 

QUALITY and dependable performance 
... guaranteed to equal or exceed Federal 


Specifications, and the price is right! 





EVERY CENT of possible profit . . . because 
Champion’s clean-cut, direct-sale policy and 
modern production set-up (one of the big- 
gest and best in the industry) keep costs 
cut to the bone. 

NO RESTRICTIONS. No red tape, no 
special contracts... nothing to hinder you 


from getting maximum volume and profit. 





Sell Champion Fluorescent and Incandescent Lamps and watch your profits bloom! 

















= 


CHAMPION LAMP WORKS | 























Lynn, Massachusetts 


A DIVISION OF CONSOLIDATEO ELECTRIC LAMP co 





November, 1946 — ELECTRICAL WHOLESALING 31 








/ 4 of us at HOLDENIline—the people in the 
plant, the men in the field and Dean Holden, Harry 
Ingraham and Gary Wise—as we wish you a very 
Merry Christmas—are working harder than ever 
before to assure you a most prosperous New Year. 





We're settled in our big new plant, we’ve got new 
products and new production-processes. We want 
you to know that we’ve got new plans—plans that 
will help give you more of the HOLDENIline 
CHAN’L-RUN you want. 


Most of all, we want to acknowledge your patience, 
vour forbearance, your faith in HOLDENIine in a 
year of pronounced shortages. We deeply appreciate 
your loyalty in these troubled times. Your support 
has made us proud and pleased. We hope that—in 
the year to come—we can help make yours a brighter 
and more prosperous New Year! 


TEE, _J = Ask your Wholesaler for HOLDENIline 
T 


= = CHAN’L-RUN folder, or write to . . 
aoe - 











HOLDENLINE COMPANY 
Pioneers tn “Pluorescent 
2301 SCRANTON ROAD * CLEVELAND 13, OHIO 
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At Least a 


ap Positive Make and Break 

WHY YOU'LL LIKE > Silver-Plated Contacts 
SHUTLBRAK 2c?" Qe 
SWITCHES 9 


There are many reasons for the mounting 

popularity of ¢# Shutlbrak Switches. Some & Removable Switch Unit 
say, for instance, they like its easier, split- 
second speed of operation . .. its new 
shuttle mechanism feature that gives quick 
make and break connections. Others say 
it is the simplicity of design that appeals 73 Kamklamp Fuse Holders 
to them ... ample knockouts and wiring 

space at top, bottom and back. Still others 

say it is its trouble-free service and 9 
many practical safety features .. . its 

long lasting economical operation. © Solderless Pressure Connectors 








6 Interlocking Fuse Doors 


Full Range of Capacities 







© Ample Wiring Space and Knockouts 
@ ‘Approved By Underwriters’ Laboratories 


Versatility: Individual or Panelboard and 
Switchboard Assemblies 


Whatever the reason, the fact remains that 
Shutlbrak Switches embody the latest 
} thetticnt in design and construction, making them 
IF °G 

Switches are 
available in a 
full range of ca- 
pacities... from 
30 to 1200 amps., 
for 250 volts AC 
or DC and 575 
volts AC in 2, 3 
and 4 poles. 


the popular choice for high quality, heavy 
duty switching. So the next time you need 
a good operating switch, ask your dealer 
to show you an ( Shutlbrak or send for 
our 20-page Bulletin No. 70. 


Utz ® a4 "OR 


Encased in attractive pearl gray cab- 
inets for flush or surface mounting, 
@ Shutlbrak Switches can be used as 
single operating switches or assembled 
into panelboards and switchboards. 


MAKERS OF... o~ SERVICE EQUIPMENT 
BUSDUCT Frank Adam SAFETY SWITCHES 
PANELBOARDS eteetaec Conny’ LOAD CENTERS 
SWITCHBOARDS ie kcuile, lester! ELECTRIC QUIKHETER 
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ADVERTISEMENT 


SYLVANIA NEWS 


WHOLESALER EDITION 


NOV. Prepared by SYLVANIA ELECTRIC PRODUCTS INC., Salem, Mass. 19416 


NOW SYLVANIA’S NEW LINE—MADE TO FILL DEMAND 
» FOR SMART, CUSTOM-TYPE FIXTURES! 


DISTRIBUTORS! Meet All Commercial Lighting Requirements 
With The Unique ‘440 Basic Chassis”’ Line! 


One basic chassis! That’s the secret of the versatility 




























of Sylvania’s new line. 


That’s a fundamental reason why more and more 
offices as well as all sizes and kinds of stores, look to 
Sylvania for the best in fluorescent lighting plus the 


ability to choose exactly the type of fixture they require 


There’s a Sylvania fixture for every type of office, 
for example, and this fact builds fixture sales — more 
actual installations than ever before! Write Sylvania 
Electric Products Inc., Salem, Mass. 














(Above) How pendant mounting of CG-440 contributes to trim, 
modern appearance of office rooms. 


(Right) Close-up of the beautiful CG-440, glass shielded; four 
40-watt fluorescent lamps. 





























CL-440 C-440 
Of the same “design family” as the two other units shown here, Used where shielding is not essential. All fixtures in this new line 
the CL-440 is the attractive, louvered version of CG-440. can be surface or pendant mounted, singly or continuous row. 


SYLVANIAY ELECTRIC 


» MAKERS OF FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES; ELECTRIC LIGHT BULBS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES 
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TYPE AA—FOR FOOD FREEZER, Ae 
MEAT PACKING & STORAGE PLANTS 


i High air moving capacities . . . Depend- 

he able, economical, ball bearing, totally 

” enclosed motors... Ratings up to 4800 
CFM... Front and rear guarded. 





“: TYPE IND—FOR FACTORIES, LOFTS, 
a \ SPORTS ARENAS, LARGE AREAS = ay” 


Heavy duty ventilators for air blast action 

. Rugged construction , . . High effi- 
ciency ratings to operate against static 
pressures. Ball bearing motors and drives. 


& AS 





~ Winter.or summer, Chelsea ventilating 
ip: al i make the day’s activity more 
oe ortable;.more healthful, more profit- 


ablé. User acceptance of these efficient air L a x 
movers is a direct result of Chelsea design , 
and frange of models .. . a fitness for t TYPE ED——FOR HOMES, SCHOOLS, 


job that makes every Chelsea fan deliver CHURCHES, HOSPITALS, INSTITUTIONS 
extra measures of satisfactory operation. , ; 


Featured i in most models are rugged, all- Quiet operation combined with high air 


deliveries . .. Rugged, streamlined con- 


steel construction ... dynamically balanced struction . . . Rubber cushioned agains! 
blades... efficient, cool-running motors .. vibration. Low power consumption. @* 
and drives . . . rubber cushioned moving > by ai 
parts .. . Get the details on the Chelsea be, \e e™ 

line NOW. Chelsea fans are in great de- tal '° 
mand; early orders mean early deliveries! y, - Cver peoP ye™ 

+ play or 9° 





SEGTR EGER T Es 


&. CHELSEA PRODUCTS: INC. 


oe FACTORIES: COIT, GROVE & OLSEN STS., IRVINGTON, NEW JERSEY 
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) pors a helpful haniful 


... tor your ¢us ‘tomers! 





This new Flamenol* one-piece rip cord set adds a 


punch to the service offered by G-E Distributors. 





When it comes to quality products and helpful service. it's hard to beat the dis- 
tributor who handles the G-E line. Take this new Flamenol rip cord set. for instance. 
What customer could ask for better-lookhing, better-lasting. and better-selling cord 
sets? Of one-piece construction. with the ivory-colored plug permanently molded 
to the cord. they are designed to withstand yanking and pulling without harm. 
Oil. water. or sunlight won't bother them. and the smooth, attractive finish keeps 
's eye-appeal for the life of the cord. 
blamenol rip cord sets make ideal replacement parts for repair of portable lamps 
and other small appliances. They add beauty and sales-appeal to any product. 
Ilere again. General Electric's co-operation with its distributors helps them to 
serve their customers well. 
fonliance and Merchandise Dept... General blectric Company. Bridgeport 2. Conn. 


*Trade-mark Reg. U.S. Pat. Qff 


GENERAL & ELECTRIC 
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CORNING’S NEWEST DEVELOPMENT 
IN FLUORESCENT LIGHTINGWARE 


ALBA-LITE, an Alba glass, is now available in rolled sheet form. 





It is supplied either flat or bent—straight edged or flanged— 


plain or patterned—annealed or tempered. It offers: 


Design Flexibility— Bent to your specifications ALBA-LITE 


offers many design possibilities and selling features. 


Impact Resistance— Regularly supplied annealed. Flat sheets 


may be tempered for greater strength and safety. 


High Light Efficiency—A LBA-LITE has high light transmis- 


sion and low light absorption resulting in greater efficiency. 


Non Color Selective—ALBA-LITE transmits the true color 


of the light source, and this results in a better quality of light. 





QaRnane 














Kx 
oe, 


Smooth Surface, Uniform Color — 
The special composition of ALBA- 
LITE, rather than surface treatment 
produces diffusion of light within the 
glass. The surface is smooth, easy to 
clean and the uniform color is per- 
manent. 

For complete details on ALBA- 
LITE write to Lighting Sales Dept. 
WS-11, Corning Glass Works, Corning, 
New York. 


“CORNING” and “ALBA” are registered trade-marks and indicate manufacture by Corning Glass Works, Corning, New York. 


. Corning Engineered [ightingware 










SWELL BUSHING... but how do! 
Mi tighten it in a spot like this? 


You don’t, Buddy... you 


Z, 


Od an 0. a2! 





In tight spots, too— 
0.2. INSULATED BUSHINGS are O. K. 


In tight spots—where there’s no room for a wrench— 
you'll appreciate the grooved malleable iron base of O. Z. 
insulated bushings. 

In any application where wire, emerging from a conduit, 
is bent or vibration is encountered, you'll like O. Z. insu- 
lated bushings because high-insulating Bakelite is molded 
and locked to a metal base. 


METAL BASE means extra installation economies. 


®No stripped threads: 0. Z. insulated bushings 
tighten all the way down on the conduit without 
stripping bushing threads! 


®No inside locknut: Deep metal base alone se- 
cures and grounds box to conduit! 
CAPPED, TOO .. . to keep inside of conduit clean until 
cable is pulled. 


A» 


Other types, too—Shown is O. Z. insu- 
lated bushing Conduit Type B.. . . O. Z. 
also makes set screw type insulated bush- 
ings, bushings for thin wall conduit, and 
grounded insulated bushings in regular, 
thin wall, or set screw types. 


Local suppliers almost everywhere can give you O. Z. bush- 
ings and other O. Z. products right off the shelf. Get in 
touch with your supplier today. : 












ELECTRICAL 
MANUFACTURING 
COMPANY 


262 BOND STREET - BROOKLYN,2 N. Y. 






They’re OK if they're 0. 2, 
CONDUIT FITTINGS ¢ CABLE TERMINATORS 
CAST IRON BOXES © SOLDERLESS CONNECTORS 
GROUNDING DEVICES «© POWER CONNECTORS 














o-z 
@ 1765 
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Freddy Firefly” 
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More” rirefly Firsts’ are on the 


horizon...and more and more job- 








bers, contractors and electricians will 






appreciate the smartly engineered 


new designs, the outstanding quality 






and the prompt delivery of this 







popular line of Fluorescent fixtures. 





* Registered U. S, Patent Office 


WY MPC, CO: MNCo 


2051 NORTH 19TH STREET MILWAUKEE 5, WIS. 


bie. cata cle 
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Hylug, © 
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CONNECTOR KIT (No. 10) 


WHOLESALERS .. . this Burndy Connector Kit makes it 
easy, and profitable, to show your customers how to 
make small-wire connections the modern, economical 
indent-way. 

This well-styled, practical HYLUG Kit contains: 


325 Hylugs and Hylinks for wire sizes 20 through 10 
packaged in durable, transparent plastic containers. 


1 Burndy installation tool. 


It's a real salable item, that will bring you steady repeat 
business for refills. Write for complete details. 


IN CANADA: Canadian Line Materials, Ltd., Toronto 13 
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To ASTSWELL’S New Campaign of National Advertising 


appears in Ladies’ Home Journal, American Home, Better Homes 
& Gardens, House Beautiful, and Sunset. The total readership 


of these outstanding magazines is 37,600,000! Above is a re- 





production of one of the advertisements. 
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7981 -FS 





WEATHERPROOF SWITCHES and RECEPTACLES 


Designed for outdoor applications—from porches and 
patios to factory platforms— «aud industrial inside installations 
subject to excessive moisture. No. 7886,— 2-gang unit, single- 
pole Switch and Receptacle, with cadmium-finished brass plate 
fitting over weather-tight rubber mat. No. 7981,—Single-pole 
Switch with cadmium-finished brass plate and weather-tight rub- 


ber mat. No. 7981-FS,— Switch tor use with “FS"-type fittings 




















& HEGEMAN ELECTRIC COMPANY, 





for industrial jobs. Aluminum-sprayed steel plate with 
rounded edges; moisture-tight mat. (Above switches available 
also in double-pole, 3-way and 4-way.) No. 7890,— Duplex 
Receptacle with .060" gauge brass plate, metal caps, weather- 


tight rubber mat. No. 7792,—Single Receptacle with cadmium- 
finished brass plate, metal cap and weather-tight mat. So/d 


through Electrical Wholesalers. HART & HEGEMAN DIVISION 


ARTFORD, CONN.,U. S.A. 
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ln announcing imme 


EXIT — OPA Control. 
diate abandonment 
ENTER — Self Control! of wage controls and 


of price ceilings on everything but rents, rice and sugat 
President ‘Truman stated: “I am convinced the time has 
come when these controls can serve no useful purpose. 
I am, indeed, convinced their further continuance would 
do the nation’s economy more harm than good.” 

“Accordingly I have directed immediate abandonment 
of all control over wages and salaries and all control 
over prices, except that necessary to implement the ration- 
ing and allocation programs of sugar and rice.”’ 

The President said also: “The Price Administratoi 
advised me that, with so much of the economy treed 
from price controls, clinging to the rest would, in his 
judgment, lead to distortions in production and diversion 
of goods to an extent far outweighing any benefits that 
could be achieved.” 

‘There is no virtue in control for control's sake. When 
it becomes apparent that controls are not furthering the 
purposes of the stabilization laws but would, on the con- 
trary, tend to defeat these purposes, it becomes the duty 
of the Government to drop the controls.” 

“We have now reached the point where many of out 
shortages have disappeared and in many other areas sup 
ply is rapidly approaching demand.” 

Of course it is strange, to say the least, that these 
reasons for abandoning price controls did not “‘become 
apparent’ to the President Jefore the November 5th 
elections. Instead they seem to have suddenly reared 
their head above the welter of the New Deal's Washing 
ton bureaucracy just four days after the citizens of the 
nation by a landslide vote announced that they have had 
enough of working and living in an economy that was 
being kept hog-tied and in some sectors almost impotent 
by controls that had long since outworn their usefulness. 

Be the causes for that fumbling what they may, with 
PA controls tossed overboard, American business faces 
today at once, an era of new opportunities, but also one 
of new and serious responsibilities. 

Self control will be urgently needed in the times 
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ahead, and the extent to which business hencetorth prac 
tices self control will determine the extent of our tree 
prosperity and the length of time during which it can 
be enjoyed to the fullest. 


Those manutacturers, wholesalers and otl 


Wl b IsSiIfess 
men who are inclined to take the demise of OPA as the 
signal tor a process of jacking up prices ultimately to 
unreasonable levels had better realize that the American 
consumers of 1946-47 are demonstrably of a difterent, 
more realistic type, than those who in 1919-20 allowed 
prices to skyrocket to stratosphere levels. 

We are quite certain that copper wire will not reach 
the 40 to +5 cents base—as it did in 1919-20. Nor will 
we see sugar sell for 29 cents a pound or butter at $1.30, 
When recently meat was released trom OPA bondage 
the first batches of steaks to reach the market were 
ottered at prices ranging up to Sl.25 per pound. Yes, 
there were some people who bought, because they wanted 
steak—at any price—but not enough bought—at that price 

to absorb available supplies. The price tumbled as more 
supplies reached the market and today, only a tew weeks 
later, steaks are offered freely and the top prices we have 
noted in the New York (high-priced) area is 79 cents 
tor top quality. 

What happened to meat already has happened to othe: 
goods, and may be expected to happen to any commodity 
or product, if its price is pushed too far beyond an in 
detfineable but equally inescapable limit that the buyers 
of 1946-47 will have fixed subconsciously in their mind 
as representing its maximum worth. Then, when lack 
of sales forces downward revisions of the price, buying 
will resume when the zone of acceptable value is reached. 

Why that prediction? We will give what we consider 
underlying reasons: We believe that the buying publi 
at the end of 1946 is not the boom-minded public that 
celebrated V-E and V-J days and entered the presumably 
hoom-spawning reconversion period with the enthusiasm 
born of victory. 

Our peoples’ erstwhile desire for spending has been 
considerably diluted by delays, strikes and controls. The 

Continued on page 47) 
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The COMPLETE Line of Raceways 





SHERARDUCT — Permanently rust-proof, heavy 

walled, threaded, rigid steel conduit. Bends without 

cracking . . . smooth inside. Highest quality conduit 

available. Zinc protective coating alloyed to the steel 
. will not crack or peel. 





XDUCT JUNIOR — High-quality, rigid, thin wall, 
Electric Metallic Tubing protected by an electro- 
galvanizing process that produces a smooth coating 
of zinc. Provides ‘‘pull-in'’’— ‘“‘pull-out’’ facilities 
after installation. 


hat ad 
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FLEXSTEEL— Galvanized, flexible steel conduit ... 
Continuous runs from outlet to outlet minimize fitting 
requirements . . . saves time and money. Provides 
“pull-in" — “pull-out” facilities and continuous 
grounding. Smooth inside surface makes fishing easy. 


BUS—IPI Plug-In and IFB Feeder Bus for industrial 
and commercial systems. Plug in or disconnect loads 
anytime without interrupting service. Complete with 
plug-in devices and accessories. Fireproof and dust 
tight. Rugged construction . . . high salvageability. 


WIREWA — An 
enclosed 4” x 
4’ wireway. 
Hinged, spring- 
latch covers 
provide instant 
access. Easy to install by suspension or direct mount- 
ing. Approved for feeder, branch circuits, control and 
signal wiring up to 600 volts. 





NEPCODUCT— The modern underfloor wiring system 
for power, light and communication circuits. Saddle 
supports simplify installation and provide means of 
leveling duct. Variable-height outlets are readily 
accessible. Service fittings sturdily constructed. 





METAL MOLDING —Three sizes—one principle— 
“‘lay-in the wires.” Interconnectable fittings facilitate 
all installation requirements. Lay-in the wires, snap on 
the capping—NO FISHING NECESSARY. Permits 
quick changes or additions. 


SURFACEDUCT —A 2-piece raceway, 2” x 2”, for 
every type of service up to 60-amp. loads. Lay-in the 
wires ... snap on the capping. Device-covers accom- 
modate over 300 approved manufacturers outlet 
devices. Ingenious bridge securely locks capping. 
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PLUG-IN STRIP—For electrical convenience. Pro- 
vides an outlet every 18’. Should be used all around 
living rooms, bedrooms, dens, dining rooms. Designed 
to be installed along top of baseboards, only 7%” thick. 


» 





FLORDUCT—A 2-piece surface raceway for low o1 
high potential service across floors. Low sloping ramp 
design hugs the floor with minimum obstruction. With- 
stands general office traffic, including hand trucks. 











| ELECTRIC 








eee 10 R GOOV National 


DILEC FIRESTOP WIRE AND CABLE, ALSO TYPES 
T AND TW—Colored insulated wire for all pur- 
poses. Smooth, free-stripping . . . offers the electrician 
a clean handling, patent-leather-like finish that does 
not rub off... Marked .. . Measured. 


——M 


A. B. C. (Armored Bushed Cable)—Dilec Firestop 
insulated conductors—moisture- and flame-resistant — 
kraft wrapped and protected with galvanized, flexi- 
ble-steel armor. Anti-short bushing protects conductors 
against sharp cut edges of steel. A.B.C. is also made 
with Type T YE‘en insulated conductors. 


“REDEGE” Outlet and Switch Boxes— Strong, well- 
made boxes, clean knock-outs, true edges, unique 


cable and wire clamps. A style for every type of 
conductor and kind of device. 


FITTINGS —NE fittings are made of malleable iron 
and high grade stamped steel . . . smooth inside and 
outside. Well-formed threads . . . uniform pressures 
for secure grounds. There's an NE fitting for every 
purpose—every kind of job—every type of wiring. 


GORILLA GRIPS — Precision- made 
connectors for wire and cable from 
2000 MCM to No. 2 Str. Grip all 
around without distorting cable. Vibra- 


tion proof —once tightened —stay tight. 
No special tools required. 


Wires, Cables 


|e ee 


and Fittings 


PARKWAY, VARNISHED CAMBRIC, ASBESTOS 
AND INDESTRUCTO CABLE—There is an NE wire 
or cable of the required size, stranding, insulation 
and sheathing to meet the requirements and electrical 
characteristics of every job. 


LOOMWIRE—Non-metallic sheathed cable. Conduc- 
tors are Dilec Safecote insulated and kraft wrapped. 
Sheath is heavy, tough, flame- and moisture-resistant. 
The only non-metallic sheathed cable with complete 
line of fittings. Loomwire is also made with Type T 
TE*‘on insulated conductors. 
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ELECTRIC PROOVUCTS 
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Box 897 — Pittsburgh 30, Pa. 


National Electric 
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Equal to the most severe 
exposures, it’s the wire to 
serve you best for normal 
interior use. 


% Remarkably durable insulation—a 
synthetic compound of extremely 
dense formation. Smooth, polished 


finish. 


* Highly resistant to moisture, acids, 
alkalis, chemicals, mineral, animal and 


vegetable oils. 


*%& Will not ignite, burn or support 


combustion. 


% Unusually pliant—has no “spring.” 


Retains any bend. 


% Tensile strength and elongation sim- 
ilar tc values obtained on rubber com- 


; 
pounas. 


% Super-aging compound superior to 
any rubber compound in resisting 


ozone, oxygen and sunlight. 


*% Dieiectric strength superior to that 
of usual grades of rubber insulation. 
Good insulation resistance. Low spe- 


cific inductive capacity. 


% More circuits per conduit—for new 
installations, extensions and mainte- 


nance. 


% Resists a reasonable degree of abra- 


sion, tearing, bending and flexing. 


% Strips easily; leaves bright con- 
auctor. 


Densheath is also ideal for use in wir- 
ing machine tools, equipment in acid 
treating plants, chemical plants, wher- 
ever single or multiple control cables 
are exposed to unusual hazards. Avail- 
able in a variety of colors. Anaconda 
Wire & Cable Company, Subsidiary of 
Anaconda Copper Mining Company, 
General Offices: 23 Broadway, New 
York City 4, Chicago Office: 20 North 
Wacker Drive 6, Sales Offices in Prin- 


cipal Cities. 





Type Ti for dry locations; 
Type TW? for moist locations. 
{New designations for 
Types SN and SNW 











A ANACONDA WIRE & CABLE COMPANY 
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families of millions of strikers, who for weeks and months 
on end have had to live on their savings and war bonds 
have spread gloom over many other millions of families 
in the neighborhood. Other millions have learned that 
when higher prices echo the strike-enforced boosts in 
wages, there is no more, and often less left for savings 
or for that new automobile or radio, than there was 
before. 

Happenings of the last 12 months have dampened 
the enthusiasm of the buying public enough to make 
them wary, and buyers will increasingly reject goods 
that are priced at too much more than their present 
worth. Rejection due to high prices may be expected to 
occur, whether it be meat or jeep, suits or shoes, brooms 
or beds, toasters or tires, electric wiring or plumbing 
supplies, chicken coops or new houses. 

We believe sincerely that now, with legal price con 
trols wholly removed, manufacturers, wholesalers and 
retailers must substitute serious and constantly exercised 
self control when it comes to pricing their products. It 
that is not done, buyer's strikes will become the orde: 
of the dav and a serious business recession may follow 


in their wake. 


* 


Christmas Money On Monday, November 25th, 
starts Prosperity Week, so christened by the founder of 
Christmas Clubs as the week during which thrifty Amer- 
icans get the money they have been saving during the 
vear tor “Christmas” spending. 

This vear’s distribution to approximately 8,360,000 
Christmas Club members will amount to over $635,000,- 
Q00 with about 5,000 banks and savings institutions doing 
the paying out. That's an all-time high record for mem- 
berships and amount of distribution, the first “peace” 
vear, 1946, having seen 760,000 new members join, 
another new record. 

Interesting is the tact that a cross section survey again 
indicates that nearly one-third of the money saved by 
this means is ear-marked for permanent savings. Insu1 
ance, debts and taxes take another third, and the remain 
ing third—over $200,000,000 is scheduled to be splurged 
on Christmas presents. 

A neat sum to be added to the many other hundreds 
of million dollars that will keep the cash registers of 
the nation’s retailers ringing during this holiday season. 
It’s too bad that we'll never know what slice of the total 
our electrical retailers will take in. 


* 


Wanna Go Co-Op? The National Tax Equality 
Association reports the news that from co-op sources 
have come proposals for income-tax compromises, which 
at first looked like indications that co-ops might be will- 
ing to go on a tax-paying basis—if, when and as acceptable 
terms were offered. 

Upon closer examination it developed, savs NTEA, 
that the co-ops don’t want to pay taxes at all. Their 
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idea is, that they might take the heat off the pressure 
tor taxing all co-ops the same as other business corpora- 
tions, by selling businessmen on the plan that they should 
convert their independent enterprises into co-ops, so as 
to escape having to pay Federal income taxes. 

It’s hard to believe that any business man would swal- 
low that pill. And furthermore—if all business went 
co-op, where would free enterprise go and who would 
pay the taxes that keep our government in operation. 

We are in favor of getting the many hundred million 
dollars of taxes which co-ops should pay as a business- 
doing, profit-earning corporation, into the Federal Treas- 
ury, Then everybody elses taxes can be reduced and in- 
cidentally tax paying business concerns no longer would 
have to buck the tax-free competition that parades under 
the cloak of CO-Ops, 


* 


What Is A Customer? Under that heading and 
crediting, Paul T. Babson as the author, The Adver- 
tiser's Digest prints the tollowing definition: 

“A Customer is the most important person ever in 
this ofhce . .. in person or by mail. 

“A Customer is not dependent on us ... we are de- 
pendent on him. 

“A Customer is not an interruption of our work... 
he is the purpose ot it. We are not doing him a favor 
by serving him... he is doing us a favor by giving us 
the opportunity to do so. 

“A Customer is not an outsider to our business 
he is a part of it. 


\ Customer is not a cold statistic . he is a flesh-and- 
blood human being with teelings and emotions like your 
own, and with biases and prejudices. 
“A Custome is Not someone to argue o1 match wits 
with. Nobody ever won an argument with a customer. 
“A Customer is a person who brings us his wants. It 
is our job to handle them profitably to him and to our- 


sely es.” 
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2nd in a series on Thomas Jefferson, —— 
Third President of the United States — 


Thomas Jefferson’s entire life was devoted to the fight for 
political liberty knowing in his faith that only in a FREE land can man 
rise to his maximum stature. 

With rightful pride in this wonderful America, the “home of the brave 
and the free”, the Jefferson Electric Company reaffirms its faith in the un- 
limited potentialities of the United States where there exists, as a beacon 
to the entire world, “liberty and justice for all.” 


| TRANSFORMERS: Power Circuit, Mercury Lamp, Oil Burner Ignition, Control, Bell Ringing, and Luminous Tube. 
FUSES: Jefferson-Union Renewable Fuses, Super-Lag, and Non-Renewable. BALLASTS for Fluorescent Lamps. 


JEFFERSON ELECTRIC COMPANY 


BELLWOOD, ILLINOIS (Chicago Suburb) 


| In Canada: Canadian Jefferson Electric Co., Ltd., 384 Pape Ave., Toronto, Ont. 
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SOURCE The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesaling 
field are collected and compiled by the Bureau of the Census 
of the U.S. Dept. of Commerce. 
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FORMERLY WHOLESALERS SALESMAN 


Business Index 
For The Month Of August 1946 


SALES All previous record highs in the dollar sales 
volume of electrical wholesalers throughout the country 
were shattered in August when dollar volume soared to 
271 percent of the 1939 monthly average. It was also 
91 percent ahead of August 1945, the month when Japan 
surrendered, 

Except for the increase in dollar volume, the wholesalers’ 
general sales picture changed but little in August, com- 
pared to the previous month. Several factors still were 
evident: 1. That, although not getting enough of many 
items which they could sell, wholesalers were getting sale- 
able goods of some kind and so they were selling more 
than ever That, where the pre-war objective 
was sales, the post-war need was, getting goods to sell at 
a profit; 3. That the all-time high in dollar volume did not 
indicate a corresponding increase in volume of goods moved 
because of the increases in prices compared to 1939; 4. That 


before; A 


the strong seasonal fluctuation in normal times would hold 


down August volume was absent. 


In keeping with inventories in 
the stocks of electrical 
soar, August 
monthly inventory. 


INVENTORIES 


most other durable goods fields, 


wholesalers have continued to reaching in 


209 percent of the 1939 average 
According to many experts, this building up of stocks 
in the hands of most wholesalers was expected to continue 


for only a few months. From that time on, conditions 


should warrant a maintenance of a comparatively high 


inventory level, but not further expansion, 
Before leveling off some increases in inventory must take 
place. Stocks of lighting fixtures, wire, cable, conduit, 


wiring devices, fittings, motors, controls, etc., must be 
built up so that electrical wholesalers will be able to supply 
on demand the materials that represent the bulk of their 


sales volume in normal times. 


COLLECTIONS The collection percentage for 
August 1946 was 100, two points less than the corrected 
percentage for the previous month, and eight points higher 
than the figure for the same month of 1945. 

Accounts receivable in August were up 16 percent above 
July, and 50 percent higher than for August 1945, 
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@ Eliminates Starters and Switches 







@ Completely Quiet and Hum Free 
@ 95°% Power Factor Corrected 
@ Starting NEVER Misses 


SALES APPEAL... 


Your customers want popular priced fixtures with the 
quality features found in more expensive makes. That 
is why Royaline is now equipped with Instant Start 
transformers. Royaline leads the field of popular- 
price fluorescent fixtures because it combines beauty, 
quality, performance and economy in every unit. 

Dealers know from experience that a quality 
fluorescent fixture, at a lower price, has sales appeal. 
That's the test. Royaline has just that . . . plenty of it 
... at a larger margin of profit to you. Royaline, Mr. 
Dealer speaks your language . . . dollars and cents! 


5 Write for our latest cat- 
_a alog and price list, now! ) 
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WILLIAM DECTER, INC. 
102 PASSAIC AVENUE * HARRISON, N. J. 
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Two 
Profitable 
Gift Items 
for Your 
Christmas 
Trade! 


Line up with ROYALINE .. . and join the 
CENT hundreds of new accounts who have dis- 
FLUORES covered the advantages of featuring quality fluorescent fixtures 
at popular prices. That's the ROYALINE idea—and it pays off 
in faster sales, greater profits . . . because the complete line 
Lamp of ROYALINE industrial, commercial and residential fixtures 
combines beauty, quality, performance and economy 
in every unit. Write for our latest 
that's equ’ re ; catalog and price list. 
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Electrical Wholesaling 


BUSINESS INDEX 








REGIONAL ANALYSIS 


L,THOUGH all but one region shared in the overall 
° gain of 10 percent in sales in August, compared with 
July, the sales of electrical goods by wholesalers were not 
evenly distributed among the nine groups of states. Such 
unequal distribution was also reflected in the reports on 
wholesalers’ inventories. It is quite likely that the causes 
for the unevenness of sales and inventories by regions are 
closely interlocked. 

As most manufacturers, particularly those making the 
critical electrical supplies, are unable to fill all orders with 
iny one month’s production, and because they can’t split 
i month’s production into dribbles for each region, they 
may have made a practice of shipping larger quantities of 
goods to a few regions one month, nothing the next month 
when the output is parceled to the alternate regions. 

Not only would such practice account for the month to 
month rise and fall of the inventory figure for any one 
vroup Of states, but it would have a similar effect on sales 
volume. As most of these critical items are sold and de- 
livered as soon as they arrive, they jack up the dollar sales 
volume for that month. 

Another reason for the unbalanced inventory situation 
in at least two of the regions is the shipping situation. New 
E’ngland, where inventories increased 48 percent in August, 
has most of its wholesalers located within available over- 
night truck distance from a large number of electrical 
manufacturers. The rest of the country has felt the effect 
of the serious congestion in shipping. Particularly has the 
West Coast suffered, where long hauls over the Rockies 
are involved, where more cars are needed for electrical 


AUGUST, 1946 


Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 





SALES | | INVENTORIES 
August, 1946 os August, 1946 
Compared in % with Trading Compared in % with 
July August Region July | August 
1946 1945 (See Map) 1946_ 1945 
120 193 1 148 300 
109 148 2 11] 218 
109 204 3 120 258 
109 235 4 113 235 
115 179 5 92 176 
112 194 6 110 259 
97 207 7 106 205 
106 217 8 130 275 
111 203 9 85 139 
110 191 For 109 212 
U.S.A. 











goods than before the war because of the lack of adequate 
water transportation through the Canal, where the nation’s 
food problem necessitated the shuttling of refrigerator 
cars over the limited transcontinental tracks to handle the 
West Coast fruit and vegetable crops. Therefore it is likely 
that the shipping problem was a factor in the August 
decline of 15 percent in wholesalers’ inventories. 
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FOR EVERY HAZARDOUS LOCATION: 
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Connecting block for line con- 
nection located conveniently 
inside upper explosion-proof 
screw cover. No other electri- 
cal connections are made on 
the job. 


Starters just inside lower 
explosion - proof screw 
covers can be replaced 
without removing lamps. 
Re-lamping is quick and 
easy with help of spe- 
cial tool or pliers. 


Bo!llast mounted in explosion- 
proof housing at center of 
vnit, under outer dust cover, 
's Quickly accessible. Flexible 
coupling relieves ony possible 
troin on Pyrex glass tubes 


lamps ore held in position in center 
of Pyrex tubes by springs which 
also facilitate re-lamping. Column 
of air around lamp, inside Pyrex 
tubes, maintains even temperature 
on surface of lamp, which prolongs 
life of lamp far beyond that of 
ordinary fluorescent equipment. 
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Easy to Install, Maintain |}——___ 
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APPROVED BY 
UNDERWRITERS’ 
LABORATORIES 


Sull America’s first and only Explosion- 
Proot Fluorescent Lighting Fixture, this 
great Appleton development now is avail- 
able in an additional, larger size, accom- 
modating two 60-inch, 100-watt,T-17 fluo- 
rescent lamps. The original fixture accom- 
modates two 48-inch, 40-watt, T-12 lamps. 


Appleton engineering skill brings al! 
the advantages of modern fluorescent 
lighting to locations everywhere, listed 
in Class I, Groups C and D; and in Class 
II, Groups E, F and G. There’s good busi- 
ness for your customers in checking on 
those locations, now. 
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PATENTED January 1, 1946, 
Patent No. 2,392,202 


Be sure your customers use the biz 

ippleton Catalog containing complete 
information on all of the 15,000 ttems 
m the COMPLETE Appleton line. 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 
1734 Wellington Ave. Chicago 13, Illinois 


Branch Offices: NEW YORK, 76 Ninth Ave. e DETROIT, 731 
W dward Ave. e CLEVELAND, 1836 Euclid Ave. ¢ SAN FRAN 
C , 655 Minna Street e ST. LOUIS, 4 Frisco Bldg . 
l >» ANGELES, 100 North Santa Fe Ave . ATLANTA, 724 
Boulevard, N. E e BIRMINGHAM, 6 N. Twenty-first Street « 
MINNEAPOLIS, 305 Fifth St., S. e PITTSBURGH, 414 Besseme 
Bidg. e BALTIMORE, 100 E. Pleasant St. e BOSTON, 10 High S! 
e DENVER, 1530 Sixteenth St. e PHILADELPHIA, 1017 Cherry St 


Resident Representatives: Cincinnati, Dallas, Kansas City, 


Milwaukee, New Haven, New Orleans, Seatt 














| Bought MITCHELL 


because it's the lighting that 
looks like a million. It's done 
wonders for my business. I've 
got plenty of the comfortable, 
glare-free lighting | need. 
The utility man who recommend- 
ed MITCHELL certainly helped 


me make a smart investment. 


| Recommend MITCHELL 


because there's a MITCHELL 
Fixture that's right for any lay- 


out | plan. Figuring a job with 
MITCHELL lighting is downright 
easy. As a utility man, | haven't 
got an axe to grind, but | know 
good lighting. That's why | rec- 
ommend MITCHELL. 


There’s a 
Meeting of Minds on.....: 


DELUXE LOUVERED 
Model No. 3011 











ce 


the preferred 


SHIELDED UNIT 
Model No. 3004 


DELUXE SHIELDED 
Model No. 3007 


COMMERCIAL 
LUMINAIRES 





1 } 
| Install MITCHELL 


and it's a pleasure. Those fix- 
tures are made right—to give 
top-notch service—and to hang 
with the least time and effort. 
Every MITCHELL job | do is a 
boost for me—brings me cus- 
tomers who want the same kind 


\ 


of efficient lighting. 


1 Sell MITCHELL 


and of course you know why 
after hearing what the other 
have to say. As a distributor, | 
find selling the line is mostly o 
matter of keeping up with the 
demand. My lighting depart- 
ment concentrates on MITCHELL 
the line that sells itself! 





USER, CONTRACTOR, UTILITY MAN, 
DISTRIBUTOR— each has his own reasons 


—good ones—for preferring MITCHELL 
Commercial Fluorescent Lighting. They 


add up to a “meeting of minds’ on 
MITCHELL. The men who se// lighting, 


the men who use lighting are unanimous 


in their favorable opinion of this busi- 


ness-building, user-accepted line, 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
Far West: Complete Modern Plant and Sales Office at Los Angeles 
Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 








Makers of Commercial and Industrial Fluorescent Lighting Equipment 


Store Window at 


able Floor and Table 


Spotlights and Floodlights « Desk Lamps « Port- 
mps « Bed Lamps « Ultraviolet and Infrared 


Health Lamps « Residential Lighting Specialties . . . Rad-i-Air Germi- 
cidal Units (made by Tru-Air Ultraviolet Products Co., Los Angeles.) 




















N E W. A PI l — Arrangement Committee, K. G. Gillespie, 

E e . * eo z « ans Ana Vy SIS chairman; Time Payment Financing Com- 
¥ mittee, Hl. S. Schiele, chairman, 

Of Wh | ] S Cb A decision was made during the four day 

O esa ers ervices meeting to review the work of all commit- 


tees with a view to making some revisions 





and consolidations which would more di- 


Executive and management committees meeting at Asheville, — "«t!y relate the various committees to the 
_ product divisions within the industry. 
N. C. decide to prepare comprehensive and detailed report Herbert Metz, Graybar Electric Co. was 


. . . appointed chairman of the James H. 
covering all phases of electrical wholesalers operations erreur: ten Pia. 

; McGraw Award Committee. Other mem- 
bers include: F, R. Eiseman, Revere Elec- 
tric Supply Co., Chicago; C. W. Goodwin, 


Jr., General Electric Supply Corp., San 








P | pte N. C.—Following a recent development of one or more portions of Francisco; L. L. Hirsch, Electrical Supply 
: £ four day meeting of its executive and this overall program are: Operating Cost Co., New Orleans; John M, Newton, Oakes 
S management committees at Asheville, N.C., | Committee, L. M. Nichols, chairman; Electrical Supply Co., Holyoke, Mass. ; 
L the National Electrical Wholesalers Asso- Warehousing Committee, J. G. Johanne- D. M. Salsbury, Westinghouse Electric 
ciation announced that a most important — sen, chairman; Sales Promotion and Sales Supply Co., New York; Charles G. Pyle, 
y and comprehensive manual which will an- lraining Committee, George F. Kindlevy, — ex officio, managing director, N.E.W.A. 
3 alvze and describe in detail the functioning chairman; Store Management and_ Store In his report, Mr. Pyle noted that 
n of the various departments of electrical 
wholesalers and appliance distributors is 
5. being prepared for N.E.W.A. members. 
: John L. Busey, president of N.E.W.A. 
IS ind president of General Electric Supply 
i- Corp., pointed out that the manual will 
explain the handling of a customer's order 
trom receipt to delivery and payment. The 
manual will be designed to provide time] 
ind useful information on internal 
operations, 
} Mr. Busey also declared that N.E.W.A. 
2 soon will have raade available to all mem- 
ers a program, based on committee reports 
ind surveys of actual operations, that deals 
with every kev phase of electrical whol 
salers’ activities. The field covered bv this 
ay coor gn — eee a eee MEMBERS of N.E.W.A.’s Management and Exec utive Committees and the 
es ’ Association staff, who recently held a four-day meeting at Asheville, 
trol, methods of compensating salesmen include: left to right, (front row) Alfred Byers, secretary; John M. Newton, 
methods of reimbursing salesmen for travel Oakes Electrical Supply Co.; A. H. Nicoll, Grayhar Electric Co.; D. M. Sals- 
expenses and use of automobiles, the scien bury; Westinghouse Electric Supply Co.; John L. Busey, Goaseal Electric 
aad tific selection of personnel, training of sales Supply Co.; F. R, Eiseman, Revere Electric Supply Co.; E. B. Ingraham, 
Port- personnel, sales promotion to aid dealers, Times Appliance Co., Inc.; Charles G. Pyle, managing director; (standing 
—_ suggestions for more efhcient management rs Lyle Fife, Fife Electric Supply Co.; H. H. Tully, Doubleday-Hill Electric 
eles.) of retailers’ operations in store arrange- ; G. J. Cossmann, Grayhar Electric Co.; K. 8. Gorke, Gorke Electric Co.; 


. D. Roseth, Co-Op Electric Supply Co.; eda T. Ackerly, N.E.W.A. anal 
C. E. Mason, Novelty Electric Co.; C. W. Goodwin, Jr., General Electric 
Supply Corp.; H. O. Smith, The Hardware = Supply Co.; J.C. Dupont, Jr., 


ment, product display, inventory control, 
guides for electrical wholesalers and deal- 


ers relative to their financial management 


z mpi: Fixture © Electric Supply Co.; W. S. Blue, Columbian Electrical 
ind financing of sales. Co.; W. H. Kaiser, General Electric ride Cont: Robert C. Hill, director, 
Committees which have undertaken the pon hi Division. 
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GOOD NEWS! 


~~ Portable Radios 
~ S. are Back 
_and Selling! 





= today’s production stream will be a flood. Be- 
cause experts agree that portable radios are one of 
the great radio market potentials today... perhaps 
10,000,000 new sets to be sold as fast as they can be 
made! Buyers’ demands are greater than even in the 
boom year of 1941! 







Your customers recognize and want the proved ad- 
vantages of “IXveready” ‘“‘Mini-Max”’ radio batteries 
... Ounce for ounce, the greatest power producers ... 
size for size, the most compact... penny for penny, 
the most economical! Right now, there’s an existing 
backlog of battery replacement business in 4,000,000 
to 5,000,000 pre-war sets! That’s OPPORTUNITY... 
ready-made! 


Get a head start in this great field. Order “Eveready” The registered trade-marks “Eveready” and “Mini-Max” 
P 2 . . distinguish products of National Carbon Company, Inc. 
batteries from your distributor NOW! 





DISPLAYS MAKE BUYERS OUT OF LOOKERS! 
NATIONAL CARBON COMPANY, INC. 


30 EAST 42nd STREET, NEW YORK 17, N.Y. 
Unit of Union Carbide and Carbon Corporation 


3 






TRADE-MARKS 


MINI-MAX 
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N.E.W.A. member companies now number 
926, an increase over the 861 total at the 
time of the Association’s last annual con- 
vention in April, 1946. 

During the meeting it was announced 
that the National Electrical Wholesalers 
Association would cooperate with the 
Bureau of Census, Department of Com- 


merce, to help improve their monthly re- 


ports covering operations of electrical 
wholesalers. 

At the close of the meeting, and on behalf 
of the membership, an illuminated scroll 
of appreciation was approved to be sent 
Donald 


Tolles. The scroll acknowledged a debt of 


to former managing director E, 
gratitude and offers to Mr. Tolles a “sin- 
cere tribute of appreciation and loyalty for 
his long years of outstanding accomplish- 
ment, wise leadership, quick understanding 
and unfailing resource in promoting and 
maintaining the prestige and success of our 


Association.” 


Huerkamp Receives 
McGraw Award 
Manufacturers Medal 
ATLANTIC CITY, N. J.—One of the 
features of the N.E.M.A. luncheon during 
the recent 20th annual meeting of the asso- 
ciation in Atlantic City was the presenta- 
tion of the James H. McGraw Award 
Manufacturers Medal for 1946 to Edward 





Edward C. Huerkamp 


(’, Huerkamp, sales manager of the light 
ing division of Westinghouse Electri: 
Corporation, Cleveland. 

In making the award, Samuel b. Wil 
liams, secretary of the McGraw Committe: 
of Awards and Editor of the Electrical 
World, disclosed that Mr. Huerkamp was 
chosen for his work “in organizing and 
directing the First International Lighting 
Exposition, as well as for his leadership in 
organizing activities in his industry.” 

Started 21 years ago by James H. McGraw, 
founder of the McGraw-Hill 


Company, the award, a bronze medal and 


Publishing 
$100 purse, is designed to encourage con 
structive thinking for the advancement ot 


the electrical industry. 


Norember. 


National Programs Stressed 


At Annual N.E.M.A. Meeting 


R. Stafford Edwards elected president during annual meeting 


in Atlantic City. Promotion of electrical living, adequate 


wiring and farm electrification urged by industry leaders 


TLANTIC CITY, N. J. — Some 860 
delegates attending the 20th annual 
meeting of the National Electrical Manu 
facturers Association here recently heard 
industry leaders emphasize the importance 
of such programs as the adequate wiring, 
farm electrification and sound public rela 
tions to the electrical industry. 
“The electrical industry will realize a 
greater share of available market oppor- 
tunities only when every home is adequately 
wired,” H. E. 


Plan Committee of the National Adequaté 


Merrill, chairman of the 


Wiring Bureau and product manager of 
the Wiring Devices Division of the Gen- 
eral Electric Company, told the large atten 
dance. Mr. Merrill addressed the meeting 
on the subject, “The Electrical Industry's 
Road Building Program—Adequate 
Wiring.” 

“Only by continuing to pound away at 
the need for increasing home wiring stand 
ards will the homes of America be able to 


use the products we make, and our future 


market potentials be expanded to the point 
where the industry will climb to further 
heights,”” Mr. Merrill said. 

“We cannot blink the fact that millions 
of new homes are needed,” he declared. 
‘And somehow, some way, dwelling units 
will have to be provided during the next 
three to five vears. Let’s suppose that the 
vear 1952 could find us with 5,000,000 
homes adequately wired. 

“Normal estimates of potential market 
opportunity would be increased by 830,000 
units of service equipment, 50 ampere or 
larger; by 


20,000,000 


20,000,000 branch circuits, by 


fuses and circuit breakers, 
20,000,000 single-pole switches, 15,000,000 
three and four-way 


switches, 30,000,000 


special outlets, 130,000,000 connection 
boxes, 45,000,000 duplex convenience outlets, 

“Market opportunities in utilization de 
least 490,000 


1,375,000 furnace controls, by 


vices would expand by at 
ranges, by 
345,000 water heaters, 70,000 refrigerators, 


255 


255,000 dishwashers, 155,000 garbage dis 








LIGHTING THE WAY FOR PEACE 


Spectacular general illumination of 


the new council chambers of the United Nations Security Council at Lake 
Success, Long Island, New York, is achieved by the installation of continuous 
rows of General Electric 40-watt T-17 fluorescent lamps in conjunction with 
a continuous “eggcrate” of louvres, covering a ceiling area of 6000 square feet. 
Dark areas in the ceiling are ventilation duct outlets. 
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_ GOOD NAME 


Serer © 
emer ns oe 
ee 


ROME SYNTHINOL 


EASY PULLING With thermoplastic insulation, small 
EASY STRIPPING diameter Rome Synthinol* Types T 
SMALL DIAMETER and TW building wires provide 


many advantages for general pur- 


HIGH DIELECTRIC STRENGTH 
HIGH INSULATION RESISTANCE 
WATER RESISTANT 


pose wiring. 


Type T is approved by the Under- 
writers’ Laboratories for use in new 





WIDE COLOR RANGE wiring as well as rewiring of exist- 
ABRASION RESISTANT ing raceways under the rules of the 
ACID RESISTANT new National Electrical Code. 

onan anaes COLOR STABILITY Type oe is approved by the Under- 
ie tate Gndteene TENSILE STRENGTH writers’ Laboratories for use in wet 
odd oe a mighty locations under the rules of the new 

a SOLVENT RESISTANT National Electrical Code. 
FLEXIBILITY Both types are regularly furnished 
FLAME RESISTANT in black, white, red, green, yellow, 

TOUGHNESS blue, orange and brown. 

L @) N G L | F E * Trademark Registered 
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posers, 


305,000 ironers, 1,610,000 small 
kitchen and dining appliances, 1,905,000 
miscellaneous small household appliances, 
860,000 tans, 325,000 radios, 650,000 port- 
able lamps (100 watts or less), 1,865,000 
portable lamps (100 watts or more 
“Investment required to serve peak loads 
would be $24,362,800 more for electrical 
equipment in generation, transmission and 
switching facilities; $11,652,200 more for 
electrical 


equipment in substations and 


primary feeders ; $12,005,000 more for elec- 
trical equipment in secondary distribution 


tacilities.” 
New Officers Chosen 


ofthcers the 
Stafford 


Edwards, president of Edwards and Com- 


Following its election of 


Association announced that R. 
pany, Norwalk, Conn., was elected presi 
dent. M1 White, 
president of Landers, Frarv & Clark, New 


Edwards succeeds R. L. 


Britain, Conn. 





BR. 
R. Stafford Edwards, newly elected presi- 
dent of N.E.M.A. 


White, left, greets his successor 


Leonard Kebler, chairman of the board 
— Ward Mount 
Vernen, N. Y., was elected treasurer, suc 
ceedit g Mr. Edwards. 


Four new 


Leonard Electric Co 


members were elected to the 


board of governors, H. A. Hudson, man 
iger of sales, electrical division, Wagner 
Corp., St. Louis; P. M. Bratten, 
Frigidaire Divi- 
Davton, Ohio; 


Electric 


general sales manager, 
sion, General Motors Corp., 
James C. Daley, president of the Jefferson 


Bellwood, Ill.: H. E, 


vice president and general manager of The 


Electric Co., Seim, 


Brvant Electric Co., Bridgeport, Conn. 
Vice presidents were elected as follows: 
Ww. ¢ 
Chalmers Manufacturing Co., 
R. W. Edison 
General Electric Appliance Co., Inc., Chi 
H. E. Blood, preside nt of the Norge 
Borg-Warner 


president of the Na 


. Johnson, vice president of the Allis- 
Milwaukee; 


Trumbull, president of the 


cago; 
Division, Detroit: 


I. K. Johnston, vice 


Corp., 





PHILLIP D. PARKER, sales manager of the lamp division of General Electrii 
Corporation, Nela Park, is presented with a set of “Bubble-Lites,” new type of 
action Christmas tree light now being manufactured hy Noma Electric Corpora- 
tion. Patricia Vaniver makes the presentation as Joseph H. Ward, executive 


vice president of Noma, looks on. 





tional Vuleanized Fibre Co., Wilmington, 
Del.; Everett Morss, president of the Sim 
plex Wire & Cable Co., Cambridge, Mass 
Whippl 


Jacobs, president of Belden Manufacturing 


In another major address 


Company, Chicago, warned the members 


that American capitalism is facing. its 
“greatest challenge’ and its survival de 
pends on “total effort” bv all segments of 
business and by all individual manage 
ments, large and small. Mr. Jacobs outlined 
a plan of action for the individual company 
and stressed the importance of building a 
public relations program for the long term, 


and around sound principles and practices 





George Rietz 
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Cseorge Rietz, chairman, N.E.M.A. Farm 


Electrification Committee and manager, 


Farm Industry Division, General Electrics 


Company, presented an interesting address 
on the tarm market and pointed out that 


N.E.M.A. members have been receiving 





Mm. £. 


Verrill 


ind are continuing to receive so much for 
so little in this important market. 

Mr. Rietz gave six reasons why N.E.M.A, 
members are interested in the farm market. 
1 The size of the market which has an 
ultimate of 6,000,000 customers. 2 The 
speed with which this market is expanding. 
3 The farm electrification market requires 
practically member of 


products ot every 


(Continued on page 102 
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~ 3C" Bulletin 6018 COMBINATION STARTERS 


CUT SPACE REQ UIREMENTS ! 
REQUIRE LESS WIRING ! 


CUT INSTALLATION TIME! 
REDUCE MAINTENANCE! 
























In one streamlined cabinet, Clark Bulletin 6018 Combination 
Starters combine Motor Starter—Across-the-line—with Over- 
load protection, Fusible or Non-Fusible Safety Switch, also 
Control Circuit Transformer when desired. Designed for any 
squirrel cage motor application—with a range of 110 to 
550 volts. Features include: 


@ Plenty of space for easy wiring, but no space wasted. 
@ Type A Disconnect Switches with fully interlocked cover. 


@ Four NEMA Type Enclosures: Type 1—General Purpose, 
Type 1A—Semi Dust Tight, Type 5—Dust Tight, and 
Type 7—For Class 1, Group D, applications. 


@ All line contacts are shielded for safety. 
@ Starter Units have double-break silver alloy contacts. 


@ Vertical-lift hinged armature magnet 
will not close from accidental jarring. 


@ Non Carbonizing arc-shield material 
withstands hitb 
temperature. 








@ Eutectic Alloy Type 
Thermal Overload 
Relays with external 
reset. 


@ Enclosed Heaters pre- 
vent stray air currents 
from influencing trip- 
ping time lag. 

@ Overload Relays will 
not trip out unneces- 
sarily on normal 

Open View Bulletin ** — View Sctiaces 6018. Pein ew Bulletin 6018, starting - 


6018. Size 3. Fusible Size 2, Fusible Sizes 0, 1, Fusible with jurious overloads. 
Transformer 












ie 


\v& THE CLARK CONTROLLER CO. 


| 


1146 EAST 152nd ST., CLEVELAND 10, OHIO +e EVERYTHING UNDER CONTROL 
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Al econ’. tar favorite with Wholesalers, 
Pt a as Dealers, Why? Because 


_ Security i is: , / 
\ P * Nop< -ravejling * Straight-tearing yf , 
* Highly dielectric x Strong adhesion / 
rn... Highly insulating P Ps 
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PUNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS + ROCKEFELLER CENTER + NEW YORK 20, N. Y. 
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“|he téaslor most people want | 


The toaster asked for most is the one you'll sell in the greatest volume. Most 
folks prefer the “Toastmaster” toaster because they know it best. It’s the 
original—the oldest, most respected name in automatic toasters—the brand 
that more people own than all other makes combined! It’s that active, over- 
whelming preference for the ‘“Toastmaster’’* toaster that makes it the easiest 


for you to sell... in the greatest numbers. 


TOASTMASTER ZZ: 








Landers, Frary and Clark photo 


‘Today's Outlook I or Appliances 


And Our Merchandising IF vob 


Salesmen must wisely advise appliance dealer as to the 


location and layout of his store and guide him con- 


stantly in his promotional and sales activities, if he is 


to be successful in the highly competitive days ahead 








KCAUSE of the very pleasant 

relationship which we have al- 

Wavs enjoved W th your Asso- 
ciation, and the many valuable con- 
tributions which the Electric Leagues 
have made to the progress of the appli- 
ance industry, we certainly welcome 
this opportunity to be represented on 
your program. I hope to present a 
analysis of the 


realistic Appliance 


Outlook, and to highlight some of the 


By H. M. Kelley* 


Merchandising Problems which mi 


be handled in the months ahead. 
The Production Problems 


IsslOn, 


Perhaps as a basis tor our dis 


we should first consider the current 
situation in the appliance industry 

We came out of the war with an un 
precedented demand for appliances ot 
every tvpe and kind. While it looked 
plants 


like reconversion of existing 
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could be accomplished at a much taste: 
rate than many believed possible, and 
new plants built and equipped for efh 
cient manufacture, many things have 
served to greatly retard actual pro 
duction. 

Appliance manutacturers have had 
to contend with strikes within. thei 
Widespread and pro 


longed strikes in major industries, such 


own plants. 
as coal, steel, copper, rubber, shipping, 
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etc., have caused critical shortages ot 
Work 


fabricator’s plants have resulted in re- 


basic materials, stoppages in 
duced production of motors and other 
issemblies. In addition, a spirit of rest- 
lessness on the part of workers — no 
doubt the result of wartime stress and 
experience — has resulted in a high 
turnover of labor which has slowed 
down production by decreasing the 
average output per worker. 

As a result of all these contributing 
factors, appliance production today is 
far below the goal which manutac 
turers set a year ago, 
there is little to indicate that produ 


Furthermore 


tion levels can be raised sufficiently in 
the immediate future to make possible 
t quick reduction in the backlog ol 
unfilled orders. Therefore, it is to be 
expected that the seller's market which 
has existed since the end of the wat 
may be prolonged beyond normal ex 


pectations. 


Seller's Market ~ Now 


But let us take a more critical look 
at this backlog of unfilled orders. It is 
important for us to recognize that 
essentially they represent unfilled de- 
sires and not unfilled orders. Whethe: 
or not these desires will be translated 
into a firm demand will depend upon 
the degree of confidence the public 
will have in the future when that 
point has been reached. Because of this, 
it is easily possible that the transition 
from a seller's to a buyer’s market may 
be more rapid than we would be in 
clined to think at this time. 

In considering that transition, we 











should take into account the proba 
bility that all types of markets will 
not reach that point in the same man 
ner and at the same time. The rural 


market, for example, promises to be 


stable for some time to come, provid- 
ing crop prices hold up, The farme: 
today has more cash, greater assets and 


ot 





Hl. M. Kelley 


lower indebtedness than at any time 
in recent history. This favorable situ- 
ation for the appliance industry has 
been and will be further enhanced by 
the widespread electrification of rural 
areas by both private utilities and the 
R.E.A, 

By contrast, the larger urban mat 
kets seem to be in a more vulnerable 
position, Strikes continue to cut into 
the industrial worker’s annual wage; 
resulting material shortages have 
caused intermittent layoffs of workers 
in countless plants. 

Consequently, some of these families 
probably have had to dip heavily inte 
their wartime savings. Higher prices 
of food and clothing are calling for an 
ever larger share of the income of the 
salaried and industrial worker, These 
conditions combined with increasing 
prices of appliances have removed and 


will 


workers from the immediate major ap- 


continue to remove many such 
pliance market. All of these conditions 
affect 


pliances and since in a high percentage 


certainly will the sale of ap- 
of tamilies appliances are not consid- 
cred immediate necessities they are cer- 
tain to feel the brunt of any type ot 
buver resistance. 

There are other equally significant 
Sales of “E”’ bonds have fallen 
off to the point where redemptions are 


signs. 
now in excess of sales. Savings have 
declined from 29 percent to 14 percent 
of disposable income, Furthermore, a 
high percentage of the people are not 
planning to spend their accumulated 
— they intend to hold them as 


savings 
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security against the proverbial rainy 
day and a constantly increasing per- 
centage of appliance sales are being 
financed. 

Regardless of all these factors, a 
seller’s market is expected to continue 
for some time to come, but this con- 
dition will also exist in varying degrees 
as related to specific appliances. 


Buyer's Market — When? 


In the case of refrigerators, for ex 
ample, it looks like we will have a_ 
seller's market at least until the mid 
dle of 1947, However, there is much 
duplication in dealers’ prospect lists, 
prices are rising, and earnings may 
be reduced. Therefore, although the 
outlook today is quite good, the back- 
log of demand may be reduced so that 
i buyer’s market in refrigerators may 
irrive sooner than now appears likely. 

Some other appliances are already 
experiencing substantial buyer resist 
ance. Many brands of table-top radios 





have already entered a buyer's market, 
with consoles following closely behind. 
Many brands of vacuum cleaners are 
in a buyer’s market, and “off-brand”’ 
merchandise of many kinds is becom 
ing dificult to move, Conventional 
washers seem to rank between refriger- 
ators and table-top radios, while the 
true demand for automatic washers 
at their current prices is unproven be 
cause of a lack of sufficient offerings. 
The demand for electric ranges is 
unusually firm, but this demand prob- 
ably results from a different set of 
factors. The most important of these 
is the tremendous growth in public 
acceptance of the electric range dur- 
ing the war years, as well as a marked 
acceleration in the interest and pro 
motional effort of public utilities. 


Water Heaters 


The potential market for electric 


water heaters has greatly improved 
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over the prewar picture. We frankly 
believe there is going to be good busi- 
ness in this field for some time to come. 
Here again, another set of factors has 
been at work improving this market. 

First of all, there is an increased 
appreciation on the part of the home- 
maker of the need for an automatic 





source of an adequate supply of hot 
water. This has been heightened by 
the shortage of domestic help which 
has caused many homemakers to per- 
sonally handle many more household 
tasks. Increased wartime income has 
created a large market among families 
who thought they could not afford an 
automatic water heater, and so con- 
tented with make-shift 
water heating methods for economic 


themselves 


reasons. 

While the water heater market was 
very spotty before the war, it is rapidly 
becoming national in scope. Utilities 
all over the country either have made, 
or are making, special rates for water 
heating service, as well as planning to 
assist in installation expense. 
“all-out” 
on the promotion of the electric water 
heater as a load builder. The increased 
interest of the utilities in both electric 
ranges and water heaters in many 


Most utilities are going 


cases seems to arise from the need to 
off-set the loss of wartime industrial 
load, plus a better appreciation of the 
desirability and stability of the range 
and water heating load. 

Just in passing, I would like to 
point out that one of the most con- 
structive steps that utilities could take 
in promoting the sale of electric water 
heaters would be to standardize their 
regulations regarding permissible watt- 
ages, and other factors governing the 
installation and operation of water 
heaters, thereby reducing the produc- 


tion and installation costs of this ap- 
pliance. 

Still another factor, which we be- 
lieve will affect the water heater mar- 
ket is the automatic washer. The hot 
water requirements of this appliance 
that an water 
heater will contribute greatly to the 
satisfactory operation of the washer. 


are such automatic 


Consequently, automatic washer sales 
will create a new demand for electric 
water heaters, and a desire for larger 
water heaters among present users. 


Home Freezers 


And now, let us turn to anothe: 
appliance—one which many have con- 
sidered the “white-haired boy” of the 
appliance business—the home freezer. 
Certainly there is a wide difference ot 
opinion regarding its potentialities. 
k’stimates of sales have run all the way 
from 300,000 to over two million 
units per year. We believe that this 
market has been greatly over-esti- 
mated, with the result that we have 
far too many producers, as well as 
retailers, and we predict sizable casu 
alties in this field. 

Our 
that this product is already well into 


information would indicate 
a buyer's market. In justifying our 
conservative appraisal of the home 
freezer market, and our contention 
that its potentialities have been greatly 
over-estimated, let us consider only 
two pertinent points. 

First, in the urban 
home freezer is primarily a conveni 
ence, and therefore, a luxury item, and 
in most cases it cannot be sold on a 
“pays for itself”’ basis, Our experience 
has indicated that vou cannot build a 
volume market for a major appliance 
on a luxury basis. Furthermore, we 
believe that such things as greate: 
availability of frozen foods, rented 
home freezers, the locker plant and 
greater frozen storage space in house 
hold refrigerators will all have a de 
pressing effect upon home freezer sales 
in the urban market. 

Secondly, in the farm market where 
the purchase of a home freezer can be 
justified, on economic grounds, the 
market has been over-sold as to the 
capacity needed, We hear much about 
the 20 cu. ft. frozen food capacity re 
quirement of the farmer. We agree 
with the requirement of 4 to 5 cu. ft. 
per person, but believe that this re- 
quirement for the average farmstead 
can be met most economically through 
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market, the 


the use of say about 8 cu. ft. home 
freezer on the farm supplemented by 
the necessary locker space. We recom- 
mend that the average tarmer use a 
medium sized home freezer as process- 
ing equipment for smaller lots of food, 
and as intermediate storage between 
harvest and the locker plant, and be- 
tween the locker and the farm table. 
We certainly advocate that the aver- 
age farmer take full advantage of the 
services afforded by the locker plant 
in the processing of meat. 

And now returning to consideration 
of the over-all appliance market, let 
us review some other factors which 
can serve in estimating demand and 
evaluating sales trends. 

Appliance Sales Trends 

Sales trends in a market often cast 
their shadows far ahead of their time. 
Major appliances, normally 
items which are sold on time payments 


being 


to a large degree, are particularly sus- 
ceptible to buyer influence consider- 
ably ahead of the time when buyer’s 
resistance is perhaps felt in other types 
of consumer non-durable merchandise 

products of a more expendable or 
subsistence nature. 

However, today with a high per 
centage of cash sales as compared with 
normal times, and with time payments 


limited to twelve months, we are not 
in as good a position to evaluate the 
buying public's confidence in its ability 
to pay in the more distant future. Re- 
laxation of Regulation W, of course, 
promises additional potential for major 
appliances and, at the same time, will 
provide conditions which will more 
accurately reflect the confidence of the 
buying public in the future economic 
conditions of the country. 

We all know that even in normal 
times, a marked change in buying 
habits or a slowing down of sales has 
a far reaching effect on dealer welfare 
and profit possibilities. But today we 
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ire faced with a new situation which 
n time may become very serious in its 
effects upon our industry. We refer to 
the tremendous increase in the number 
of major appliance retail outlets. 


Too Many Dealers 


There are a number of tactors 
which have contributed to this over 
expansion in the number ot appliance 
dealers. For example, the tremendous 
demand tor appliances 


hei alded. 


into the appliance business is probably 


accumulated 


has been widely entrance 


easier than most any other tvpe of re 
tailing. It is an accepted fact that the 
ippliance industry weathered the last 
depression better than most any othe1 
hard goods line. 


Among the 1 lions of returned 


eterans, there are literally thousands 


that evel blooming desire to 


having 
ve into business tor themselves. Many 


at these returned Veterans, and others 


] 


without experience in the apphance 


business, have put their savings into 
ippliance stores and many have gone 
nto business largely on borrowed cap 
tal. Some of these thousands of new 
weather the 


belies e a high 


ippliance dealers will 


sforn ahead. but we 


percentage oft them are in for a bad 
time, 

Let Us considet just how serious the 
_ there were 


about 25,000 


situation really is, Prewat 
in the United States 
major appliance dealers and 25 million 
wired homes, or about one dealer for 


every LOOO wired homes. From this 
prewar experience, a rule of thumb 
was evolved that a major appliance 


dealer needed a minimum of 1000 
families to eNXist. Best estimates today 
indicate there are between 50,000 and 
60,000 major appliance dealers and 
this does not include chain stores who 
have expressed a desire to get into the 
appliance business when they can get 


rood lines. 


\ recent check ot several markets 


6 


indicates there is now a major appli- 
ance dealer for every +75 metropolitan 
meters, and one for every 300 rural 
meters, This gives us a composite pic- 
ture of only 435 meters per appliance 
dealer, as compared with the before 
1000 


meters per major appliance dealer. 


mentioned rule of thumb of 

As a result of this tremendous in- 
crease in the number of appliance deal- 
ers, we believe that a verv high mor- 
tality of dealers is bound to come in 
the not too distant future. It is un- 
fortunate that we have to go through 
such adjustments in our business cvele, 
but I am sure we can all agree that 
such an adjustment is inevitable. 

Why Dealers Fail 
‘Therefore, 


nasmuch as we appar 


ently cannot avoid this readjustment, 


we should trv to do the best possible 
job of anticipating the situation, and 
taking steps that will insure the best 


] 


possible end = res with the deale 


. | 
organization that \\ 1] SUTVIVe, 


’ Ue are thorough- 


In other words 


] ham | i WW ith the possible Causes OT 
dealer failure—it we realize the pit 
bil ls 0 Wnsound management policies 


and procedures—-we will be in a posi 


tion to counsel wisely with dealers 
during the critical davs ahead. 


Nl any 


the inevitable dealer mortality 


of the factors pointing to 

which 
Pe ee ee 

we WIL experience are rather odvious. 


Yet, 


tors that 


there are some contributing fac 


may not be readily evident 


to those without vears ot experience 


in the art of major appliance mer- 
chandising. 

So let us brietly look at some of the 
more important factors that will con- 
tribute to dealer mortality, such as 


Lack of Nlany 


dealerships have been started on the 


capital. appliance 


proverbial “shoe-string.”” and without 
suficient cash or available credit, the, 
cannot be expected to survive when the 
soing gets rough, 

Inability to secure franchise of 
brand name products that will have 
CONsSUInNe! 


market. 


) / 
oor store 


acceptance moa buyer's 
locations, In the highly 
competitive days ahead, the attractive- 
ness and location of the dealer's store 
will play a large part in his success 
or failure. 
Inexperience in major appliance 
merchandising which may result in a 
disregard for the verv fundamentals 
of successful appliance merchandising. 


Fatlure of the manufacturer to 
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guide the dealer properly through 
sound counsel and advice. 

Inequity of the manufacturer’s deal- 
er policy. 

Poor service. Due to lack of experi- 
ence, the dealer may not attach prope: 
importance to the part good custome: 
service plays in successful appliance 
merchandising. As a result, he may 
also find himself with service obliga- 
tions to his users on merchandise of 
poor design or construction that can- 
not be kept operating satisfactorily. 

Inability of the dealer to handle 
trade-ins on a sound basis and success 
fully merchandise used appliances. 
Since an increasing proportion of all 
major appliance sales, particularly re- 
frigerators, will replace 
ments, and if the dealer is unable to 
handle the replacement market on a 


profitable basis, he will have little 


represent 


( han e OF SUCCESS, 
Luck of aggressiveness and initiative 
necessary to cope with the sales prob- 
a normal market. And every 
should 


waphet ica bowers market, Whee 


lems ot 
dealet realize that a norma 
success a dealer may enjoy during the 
present, short-lived seller’s market is 
no guarantee of success when tough, 
competitive selling again becomes the 
rule. 

Other causes ot failure could be 
added to this list, but probably these 
include most of the more important 
factors that will contribute to deale: 
in the period ahead. When 
this dealer mortality reaches its peak, 


mortality 


we can expect a most chaotic condition 
with all the evils usually associated 
with dumping, such as price cutting 
and chiseling of every kind. If a dealer 
is to steer his operation through this 
dangerous period successfully, he must 
recognize the basic fact that every 
major appliance that is built will be 
sold to someone at some price. It will 
find its place in some user’s home, Even 
the poorest of these appliances can be 
expected to give a tew years of service 
during which time that homemaker 
will be out of the market. 


Selling VS, Price Cutting 


When price cutting has started, it 
will call tor caretul sales management 
on the part of the ambitious, aggres- 
sive dealer who expects to succeed and 
maintain a permanent business. If he 
tries to meet price cutting with price 
cutting, it will spell his downfall. 

No dealer who is to survive can 
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hope to meet the cut prices of a dealer 
who is torced to liquidate his inven- 
tory. Because no matter how far he 
may go in meeting the situation, the 
liquidating dealer still must liquidate. 
To push the liquidating dealer into 
an even greater loss will bring no 
benefit to the dealer who wants to sur- 
vive. If he attempts to pursue such a 
policy, he will only jeopardize his own 
chance of success because of the lack of 
profit which will result from such 
sales strategy on his part. 

Instead of tollowing the price cut- 
ting spiral down to his destruction, the 
dealer who is to survive will have to 
call upon every ounce of sales ability 
he has. He will have to train his sales 
organization better than ever before, 
ind inspire and drive his sales force 
toward the greatest sales effort that 
has*been put forth in this business in 
many years. 

Yes, the only thing a dealer who 
wants to survive can do is to sell. Sell 
his brand; sell against the future or- 
phan brand; sell his products’ teatures; 
sell his service, his integrity and his 
business stability. Obviously, in spite 
of all his sales ability and his hard- 
hitting sales effort, he will lose many 
sales to liquidating dealers, But never- 
theless, the dealer who puts forth the 
necessary amount of the right kind of 
sales effort will secure sufficient profit- 
ible orders to enable him to survive 
this period of readjustment. 

Summing Up 

Unfortunately, gentlemen, we have 
not been able to bring you a very op 
timistic picture. It would have been 
tar more pleasant to have dealt with 
generalities, and painted a glowing 
picture of the tremendous demand fo1 
ippliances with smooth sailing ahead 
tor everyone concerned. Instead, we 
have tried to refleet the appliance out- 
look as we see it, and point out some 
of the dangers which threaten as a 
result of recent developments in our 
business, We have tried to give you an 
honest appraisal of the situation, be- 
ause it is only by being realistic and 
looking facts in the face that we can 
plan for the future with any degree 
of intelligence or hope of success. 

And so, in review, we should re- 
member that the present backlog ot 
pent up demand actually 
infilled desires 


represents 
not unfilled orders. 
Whether or not they all become orders 
lepends upon a lot of things in the 
economic scheme of things which are 


bevond your control and ours. 

The transition from a seller's to a 
buyer's market may be fairly rapid, 
but will vary with different appliances 
and various markets, I think we all 
agree that dealer mortality will be 
high between now and the time the 
appliance market levels off to a normal 
basis. 

There is little if anything, we can 
do to correct this situation. Thousands 





who lacked capital, background, train 
ing and aptitude have rushed into this 
business, and many of them are certain 
to fall by the wayside. 

So it all comes down to this. It Is 
essentially our job to work construc 
tively with all of those dealers who 
have a chance to survive. We must 
help them to become better dealers so 
that they can continue to sell appl 
ances and broaden the development ot 
the major appliance industry—increas 
ing the contributions it has made and 
will continue to make to better living. 
This industry and its manutacturers 
will never be any better off than its 


dealers. 
What You Should Do 


And so, in conclusion, I would like 
to suggest for vour consideration a 
tew things—some of which you may 
which we believe will 
contribute greatly to the success of 


now be doing 


this industry and evervone connected 
with it. 

We suggest that you 

1. Work with appliance dealers to 
help make them better business men 
by teaching them the fundamentals of 
sound business practices so they will 
be better able to survive the storms 
ahead and become an important ad 
junct to their respective communities. 

2. Wisely counsel with the many 
potential dealers who will come to you 
for advice — advise them to associate 
themselves with successful dealers and 
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learn the business before they attempt 
to strike out tor themselves. 


3. Assist the Public Utilities in 
their efforts to promote better public 
relations, better dealer relations, bette: 
acceptability and a larger market for 
electrical appliances through sound 


dealer cooperative plans, necessary 
merchandising effort, favorable instal- 
lation charges, and attractive electric 
rates, 

4+. Assist in the building of public 
acceptance for home freezers on an 
economically sound basis. 

5. Aid in the development of an 
adequate electric range wiring pro 


gram that will accelerate the devel 
opment of this market. Help in spread 
ing the story of electric cookery in both 
the urban and rural areas. 

6. Vigorously promote the installa 
tion of water heaters of sufficient ca 
pacity to properly serve such appli 
ances as automatic clothes washers, 
dishwashers, ete., to insure public sat- 
istaction with this appliance. Work 
toward achieving standardization of 
water heater wattages, as well as othe: 
installation and operating tactors, 

7. Assist in the promotion of com 
plete kitchens and laundries. 

&. Promote adequate wiring in new 
homes to assure the future market tor 
major appliances, as well as to build 
greater user satistaction for electrical 
service, 

9, Assist in every way possible with 
plans, promotions and programs in co 
operation with utilities, manufacturers 
and dealers to sell the greater desir- 
ability of electric service in compari- 
son with L.-P or bottled gas. 

10. Assist in the planning and ex 
ecution of local promotional plans to 
prevent the timing or the nature of 
the promotion building more ill will 
than good will in this period of short 
supply. 

And finally — 

11. Continue the splendid coopera 
tion and assistance which the Electric 
Leagues have given in the past to the 
retail appliance dealer, the wholesaler, 
the Public Utility and the appliance 


manutacturer. 


‘Mr. Kelley, Appliance Sales Manager, 
Frigidaire Div., General Motors Corp., 
delivered this speech before the Interna- 
tional Association of Electrical Leagues 
at Hotel Astor, New York, October 2-4, 
1946. 
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- you sell P/ttshurgh Permaflector Lighting 
Equipment, you sell a line which has wide and favor- 
able consumer acceptance . . . requires little sales effort 
... and gives you a good margin of profit. 

DISTINCTIVE design and scientific engineering, 
backed by national advertising and good packaging, 
make Pittshurgh Permaflector Fluorescent and Incandes- 
cent Equipment easy to merchandise. Important selling 
advantages include flexibility of application, easy instal- 
lation and simple maintenance of every unit. 

LEADING 


have found it pays to feature P/ttshurgh Permaflector 


electrical contractors and wholesalers 
Lighting Equipment for commercial, institutional and 
industrial applications. Get in touch with the Perma- 
lector Engineer nearest you or write direct for the facts 
on this profit and prestige line. 


Theres ce Sormaflector fer é wOCY Furprose 
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Something Better tas Come to Light 
A LINE YOU CAN PROFIT BY... 
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NOW AVAILABLE... 


PITTSBURGH PERMAFLECTOR 
CATALOG 46 


This 124-page Catalog gives timely lighting data and 
illustrates the complete line of Permaflector Incan- 
descent Lighting Equipment. We will gladly send you 
8 copy on request. 





PITTSBURGH 
Reflector Company 
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Flood Lighting i Night Sports 
, —_ Bie Orders For My ee 


Sports lighting is now coming into its own, Its rapidly growing 
acceptance offers the chance for many mighty profitable sales 
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considered. 


By Robert J. Swackhamer* 





when all the equipment to do a high-intensity lighting job is 








VENTS of the last decade have 
resulted in a public conscious- 
ness of the need for more well- 

spent leisure hours. Practically every- 
ne now has or takes more time away 
from his occupation and this fact will 
enefit the outdoor sports and recrea- 
tion lighting business for wholesalers 
nd their salesmen all over the country, 
When you sell a floodlighting job 
ou bundle up in one sale many times 
the value of the floodlights in the 


added volume of poles, transformers, 
wire, cable, distribution boxes, con 
trols, and lamps. Where the floodlights 
sell for $1,000 the accompanying ma 
terial will reach $2,000—often a 3 to 1 
ratio. 

Effective lighting will increase the 
usable playing period of outdoor recre 
ation areas, created for the benefit of 
entire communities, by at least a third. 
Because of the economic advantages, 
school, college and professional ath- 
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letic associations are lighting their 
stadiums so that maximum attendance 
will be realized. 

Comparisons of high schools which 
play their football games Friday nights 
with those which continue the Satur- 
day afternoon schedules show that 
night games outdraw the afternoon 
contests by at least two to one, and 
in some cases a four or five to one 
difference is evident. 

Another trend in the outdoor recre- 
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total cost of huilding the field. BELOW 





1BOV! 1 single sports lighting system 


can be laid out in such a manner that it ts 


’ ) 
equally effective for both players and spec- 
tators and can he used ina wide variety of 


night sports. 


RIGHT The small municipal athletii 
field with facilities for every sport includ- 
ing handball, foothall or softball, as shown 
here, is a valuable lighting prospect. Gen- 
eral Electric photo. 
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Sales potential of the sports lighting market can he judged by the fact that the cost of 
lighting for this small western town’s municipal sports field equalled 50 percent of the 





ation field is the tendency of commu 
ities to construct Community Reer 
tion Areas which have facilities 1 
every sport from handball to football 
One upstate New York city is buil 
ing such an outdoor center as a me! 
orial to the heroes of World War I! 
and thereby it will have not merel 
memorial which is admired but o 
that can be enjoved at the same tin 
There, as an obvious requirement 
lighting has been installed to prov 
the maximum of time during whi 
the majority of the community « 
enjoy this practical “monument.” 
Sports lighting is now a science. 
Back in 1930 when outdoor spo 
lighting first came into practical us 
there were no floodlights available t: 
that specific purpose and early install! 
tions were therefore made with co 
ventional floodlights designed for ot] 
purposes. Illuminating engineers 
quickly grasped the need for lighting 
units designed especially for the jo! 
Gradual but steady improvements 
have been attained during the past 
vears until now highly efhcient sports 
floodlights are available, such as tl 
1245 which have been installed 
Yankee Stadium and have made it t! 























most brightly illuminated sports arena 
in the United States. One of these 
latest 


made of non 


tvpes of sports Hoodlights is 


rusting materials and 
features an Alzak finished aluminum 
reflector. The window of this flood- 
light is spun-sealed to eliminate the 
danger of lamp failures because of rain 
and insects and also prevents dirt ac- 


cumulations. Maintenance is made 


easier by the provision for complete 
removal of the rear housing and clamp 
ing it on the trunnion bracket so that 
workmen who clean the retlector can 
have both hands tree to do the work, 

The users of the tirst night-lighting 
projects were attracted to inexpensive, 
often quite unsuitable equipn ent and 
short-cut installation methods, mainly 
because no other was available and 
also because they did not foresee ac- 
curately the extent to which night 
sports would become established as 
part of the American scene. Now, even 
the die-hards are admitting that out- 
door sports lighting is becoming deep- 
ly entrenched in the American way of 
life. And with this trend, users of 
outdoor sports lighting equipment are 
placing emphasis on permanency and 


adequacy of lighting. 


Lighting for night operation of athletic fields can be a very profitable and worthwhile 





investment. This high school foothall field paid for the lighting installation from one 


LEFT 


year's additional receipts. 


Those who have tried betore have 
learned the hard way that temporary 
means are very costly. In the early 
days of sports lighting, those paving 
for equipment would look around for 
a discarded telephone pole upon which 
to mount the lights. ‘Voday, no sales 
manship is needed to sell strong, sturd\ 
metal poles because the advantages tor 
this equipment are widely recognized. 

In the past wires Were strung ove! 
head and were not only visible but 
often hazardous. Voday provisions are 
made for underground wiring and 
most potential customers insist on the 
best engineered wiring practices, he 
quickest and cheapest way is no longe: 
the best. 


Recreation field directors 
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mene 


athletic directors and protessional club 
othcials are very conscious of the need 
tor neat appearance ot their lighting 
installations. 

‘Voday the accent is on permanence, 
quality and appearance while before 
the war the emphasis was on economy 
and expediency, often with little re 
gard tor quality. Vhat condition can 
be understood because outdoot night 
sports were pooh poohed as much as 
the first automobile and the first ai 


plane. 


Good Maintenance Essential 


There will also be an opportunity 
for increased business if lighting spe: 


iatlists and contractors are successful 


ws 


i 


IBOVE—Yankee Stadium in New York 
City with 1245 sports floodlights illumin- 
ating its field to a 200 footcandles level is 
the most brilliantly lighted sports arena 
in this country. 


LEFT Vany school, college and profes- 
sional athletic associations are now defi- 
nitely planning to light their stadiums in 
order to build their sports attendance to 


maximum levels. 










SPORTS AND RECREATIONAL LIGHTING RECOMMENDA- 
TIONS FOR FACILITIES USUALLY FOUND IN A FULLY 
DEVELOPED MUNICIPAL PARK AND PLAYGROUND 


FLOODLIGHTS 
Mounting 
No. of Ht. in 
SPORT Poles Feet No, Type 
Badminton 2 20 4 L-49* 
Baseball 
Municipal 8 80 120 L-69 
Minimum 8 60-80 100 L-69 
Basketball 4 30 8 L-69 
Boxing or Wrestling Ring 4 18 8 L-43* 
Bowling Greens 8 30 12 L-43* 
Croquet 4 20 4 L-49* 
Curling Rink 8 30 12 L-43* 
Football 
Class A 8 60-80 128 L-69 
Class B 8 60-80 96 L-69 
Class C 8 60-80 72 L-69 
Six Man 6 40-60 36 L-69 
Golf Driving 
One 30 Ft. Pole for Each 
50 Ft. of Tee With the Fol- 
lowing Per Pole 3 L-69 
3 L-31t 
Handball—Play ground 
1 Pole Per 2 Courts with the 
Following Per Pole: 25 2 L-69 
Tournament Play 
1 Pole Per Court With the 
Following Per Pole: 30 2 L-69 
Hockey Rink 8 35 (16 L-69 
Horseshoes (4 L-43* 
1 to 3 Courts 2 20 2 L-43* 
4 to 8 Courts 4 20 4 L-43* 
Shooting—Archery 
30 Ft. Range 1 10 1 L-297 
50 Ft. Range 1 10 1 L-307 
75-100 Ft. Range 1 10 1 L-31t 
Trap 2 20 8 L-43* 
Skeet 2 25 10 L-43* 
Shuffleboard 
1 to 3 Courts 2 20 2 L-43* 
4 to 8 Courts 4 20 4 L-43* 
Soccer 8 40-60 40 L-69 
Softball 
Class A 8 40-60 24 L-69 
Class B 6 40-60 18 L-69 
Class C 6 40 14 L-69 
Swimming Pools—Overhead 4-6 25-30 68 L-69 
Tennis—Play ground 
One Court 4 30 8 L-69 
Two Courts 4 30 8 L-69 
Tennis—Tournament 
One Court 8 30 12 L-69 
Two Courts 8 30 12 L-69 
Volleyball 2 20-25 4 L-49* 


“Denotes General Purpose Floodlight. 


KW LOAD AT 
10 Pet. 
Rated Over- 
Lamp Voltage Voltage 
500 2.0 
1500 180.0 209.0 
1500 150.0 174.0 
1500 12.0 
1000 8.0 
1000 12.0 
300 +2 
1000 8.0 
1500 192.0 223.0 
1500 144.0 167.0 
1500 108.0 125.0 
1500 540 62.7 
1500 
1000: 
1500 
1500 
1500) 
1000) 32.5 
750 13 
750 3.0 
250: 0.25 
500; 0.50 
1000: 1.00 
1000 8.0 
1000 10.0 
750 1.5 
1000 4.0 
1500 69.5 
1500 42.8 
1500 31.3 
1500 24.4 
1500 
1000 8.0 
1500 12.0 
1000 12.0 
1500 18.0 
500 2.0 


iDenotes Heavy Duty Floodlight—Alll Floodlights otherwise are sports type. 


tDenotes foodlighting Service Lamp— All lamps otherwise are General Service. 





in their current campaign to make 
floodlighting customers maintenance 
conscious, Beautifully landscaped 
parks and playgrounds very often have 
no systematic maintenance schedule 
for the floodlighting installation. Fre- 
quently, no maintenance work is done 
until one or several lamps have failed. 
It is hoped that all purchasers of 
floodlighting systems can be educated 
to make a complete check-up and 
cleaning at least once, at the beginning 
of every season. Customers are advised 
that badly blackened lamps should be 
replaced, or, better still, group replace- 
ment of all lamps should be made to 
save time and expense and to realize 
the full value of the power consumed. 
Providing purchasers of floodlight- 
ing systems follow the suggestion, 
wholesalers’ salesmen should realize 
the benefits of the recommendation 
that all lamps be replaced as soon as 
75 percent of expected life has been 
reached. The accompanying table 
shows that the majority of sports re- 
quire only general service lamps. 
When Larry MacPhail, colorful 
pioneer in night baseball developments, 
insisted that he have the most brightly 
illuminated field in the United States 
and that the customers be considered 
in the installation, 200 footcandles of 
light were spread over the Yankee 
Stadium playing field. That illumina- 
tion is six to eight times the light real- 
ized from the ordinary reading lamp. 
While few installations may reach 
the standard of the Yankee Stadium 
in scope and size; however, perhaps 


BELOW-—A survey of bowling alleys will 
turn up many lighting prospects for the 
salesman. Both incandescent and fluores- 
cent light sources can be used to get satis- 
factory lighting levels. Guth photo. 
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re the best means of toreseeing the sports- 

. lighting bandwagon coming your way 

is to study the table carefully. Night 

i, professional baseball is nearly ancient 

“ history now but tomorrow participant 

“ sports will be enjoyed by recreation- 

” loving citizens, Night outdoor swim- 

™ ming, handball, tennis, bowling, horse- 

° shoes, basketball and badminton for 
amateurs are just around the corner. 

Remember, selling the floodlight by 

1 itself is only part ot the job. Drive 

>» for the order for all the other materi 

; als that are required to make the in 

P stallation operate satisfactorily and 

d permanently. You can now sell per- 

1 manence, appearance and quality, for 

“ outdoor sports and recreational light- 

, ing and gather in some handsome 

- profits for yourself and your house. 

’. 

h 

a *General Electric Company 

»S Lighting Division, Schenectady 

il BELOW-—Correct lighting for bowling will 

le increase enjoyment of the sport and speed 

- up participation—an important considera- 

5 tion for the owner in getting a profitable 
return for his investment. Day-Brite photo. 










































LEFI Underwater lighting makes this 
swimming pool doubly inviting for night 
use. Sale of high-priced lighting units for 
this purpose can quickly build volume for 
the salesman. Westinghouse photo. 


4ABOVE--Flood and underwater lighting have extended the usable hours of this pool 
and made night bathing a popular and safe pastime. Once installed the lighting equip- 
ment offers increased business to the salesman if he sells the importance of systematic 
maintenance. General Electric photo. 









{1BOVE-After work sports recreation 
possible only under proper floodlighting 

opens a wide market to salesmen. In addi- 
tion to floodlights are needed poles, trans- 
formers, wire, cable, 











distribution boxes, 






controls and lamps. 








ING 
the ere SALES MANAGER 


Chapter Two: HIS THIRST FOR KNOWLEDGE 
ABOUT CERTIFIED FL EUR-O-LIERS CONTINUES 


Are all the individual ‘““working parts” 
of FLEUR-O-LIER fixtures Certified ? 


oo 


a In your last ad, you defined 


rvs FLEUR-O-LIERS... 
ae 


a oy 





Yes — and briefly here’s 
the story: FLEUR-O- 
LIERS are fluorescent 
lighting fixtures made to 
exacting specifications, 
set up by lighting experts, 
for performance, con- 
struction and service. 
They are tested, checked 
and certified as meeting 
those specifications by 
independent experts, 
Electrical Testing Labora- 
tories, Inc.,and identified 
by the ETL Certification 
Label, shown below. 

Yes—which means ballasts applying specifically to 


and starters. Those “‘auxil- that equipment. They, too, 
iaries’ are Certifiedasmeet- carry an ETL Certification 
ing rigid specifications mark. 


meee eee aE aa ET A aT eee ee a a eee ae ee a a a a ee ee ee oe 


This Labe! is your clue to 
good lighting fixtures! 


How does all this help me ? 





The entire FLEUR-O-LIER because it assures top light- 





Certification program means ing performance, depend- . - 
hap prog & I » See It is your definite assurance of elec- 
definite benefits and advan- able operation and reliable, . ‘ 3 . 
aR ; ; trical, mechanical and lighting excel- 
tages to lighting manufac- economical service from ; nfl = Geter f 3 
~ . ence in fluorescent lighting fixtures! 
turers, sellers and users... ‘fixtures wearing the Label. & B . 


2 © F FF FF FF FF FF Ff fF FF OF Um,LUmDelmLUMDlUMDLUWGTCU 


LEUR:O-LIER weccpetrc 


Fleur-O-Lier is not the name of an individual manufacturer, but of a group of 27 lead- 
ing fixture manufacturers. Participation in the FLEUR-O-LIER MANUFACTURERS’ pro- 
gram is open to any manufacturer who complies with FLEUR-O-LIER requirements. 
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_—— Coendh —Fairly Allocated 


Fave ‘The Road ‘ie [= Obders 


The salesman who knows that his house is allocating 
scarce goods strictly on a sound and equitable basis can 


build good-will by “‘selling” the fairness of the plan 


By Henry W. Young 








N this period of scarcities and driblets. When such explanations are In formulating such a plan for 
black markets, wholesalers and needed the fellow who can show that building soundly for future distribu 

their salesmen must spend much the house has a fair and equitable _ tion 
valuable time in explaining why items plan for determining the allotment of 
are back-ordered, or simply scratched scarce goods is the tellow who 


off the order or delivered in small the breaks in the future. 


while dealer merchandise lines 
are very scarce, one Los Angeles 
gets distributor is holding to the general 


principle of putting the merchandise 













SAM FERNAWDO VALLEY AREA 


j 
PASADENA AREA 





GLENDALE 









10 
HOLLYWOOD AREA 


WORTHEIAST AREA 
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Detail Map and Information 


Los Angeles County Economic Areas 


Based on City & County Census Tracts 


mmission 
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Be sure they're CERTIFIED 
> 3 § look for this mark 





stamped on the case. 


Certified Starters are made to definite Certified Starters are tested, checked 


high quality specifications to assure and Certified as to compliance with 


good lamp performance and depend- these specifications by Electrical Test- 





able service. ing Laboratories, Inc. 


And Certified Starters are subject to regular and special rechecks under actual 
operating conditions ... double assurance to you that the fixtures you sell will 
deliver longer lamp life, and better lighting service. 


Certified Starters are specified equipment of FLEUR-O-LIER and RLM fluorescent lighting fixtures. 


Certified Starters 


The Arrow-Hart and Hegeman Co., Hartford, Connecticut instant Glow Starter Corporation, New York, N. Y. 
The Bryant Electric Co., Bridgeport, Connecticut 
Dura Electric Lamp Co., Newark, N. J. 

General Electric Co., Bridgeport, Connecticut 
Harvey Hubbell, Inc., Bridgeport, Connecticut Sheldon Electric Co., Irvington, N. J. 


Kuthe Laboratories, Inc., Newark 4, N. J. 
The Lloyd Products Co., Providence, R. I. 
Pass & Seymour Co., Syracuse, N. Y. 
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in districts where the people are liv- 
ing, fairly allocated on the basis of 
using population figures as the prime 
factor modified by purely local consid- 
erations. After careful studies have 
been made and the results tabulated 
proper allotment of merchandise are 
made by areas, the number of fran- 
chise dealers allowable for each area 
is determined and these are assigned 
to the respective salesmen, all on the 
basis of populations. 

By far the greatest concentration 
of population in that wholesaler’s 
territory of Southern California is 
naturally in Los Angeles County, 
containing the city of Los Angeles. 
A breakdown of this county into sec- 
tions 


therefore needed, and it 


was decided to use one that had al- 


was 


ready been done and was available in 
the form of a map published by the 
Los Angeles Regional Planning Com- 
mission. On this map were set down 
the population figures of the various 
sections. 

A table was then prepared, embody- 
ing the results of a section-by-section 
analysis containing vital information 
necessary to the whole merchandising 
program. 


Good Planning Needs Statistics 


In this table, opposite the map sec- 
tion number, are the following items 
of information: Area of the section; 
total population of the section; per- 
cent of the section population to the 
total Southern California population. 

With these figures in hand, the 
number of dealers necessary in each 
section to secure coverage that will 
adequately serve the population was 
determined — and that number and 
no more were appointed and culti- 
vated. The allotment of merchandise 
when available to the dealers in the 
section is then made as products be- 
come available. 

The wholesaler that 
allotments will be iron-clad, with no 
cutting down on one section to in- 
crease another. Salesmen assignments 
by section or sections are then made 
on the basis of approximately 400,000 
population to each salesman. 

In the territory outside of Los An- 
geles, one whole county constitutes a 


states such 


section. In this case, the population 
being known, percent of population 
and are then 
based on total population and _ total 


allocation of the Southern California 


percent of allocation 


BREAK DOWN 
LOS ANGELES COUNTY AREA 


SEC. NO. SECTION 
I San Fernando 
2 Glendale 
3 Pasadena 
4 Pomona 
5 Alhambra 


6 North East 
7 Eastern 
8 Central 


. Wilshire 


ae 


10 Hollywood 

i Beverly Hills 

12 Santa Monica 

13 Adams-Inglewood 
14 S. E. 

15 Whittier 


16 South Coast 


% OF SO. 

POPULATION CAL. POP. 
230,000 4.85 
181,000 3.80 
132,000 2.80 
158,000 3.35 
118,000 2.50 
167,000 3.50 
230,000 4.85 
149,000 3.15 
174,000 3.65 
180,000 3.80 
62,000 1.30 
208,000 4.40 
490,000 10.40 
417,000 8.80 
106,000 2.20 
377,000 8.00 


1945 TOTAL POPULATION 


3,379,000 equals 71.35% of So. Cal. area 


1945 Population Estimates based on U. S. Census 1940. 


district compared to the whole. 
Through the use of this sound plan 
tor allocation of scarce merchandise, 


the salesmen of this distributor have 


been able to build good will among 
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their customers. A few minutes spent 
explaining the plan and its fairness 
in operation help take some of the 
sting out of present day stock short- 


ages, 











Improve eer Selling Methods N Ow 
I or | eS Buyers’ Market 








THI 


} 


/ . 
f Oraer; 


N aman sells o1 accepts an 
for goods which he hopes 


fo secure and delivet at some 


ture date, he Is said to be selling 


short. Selling short seems to be an 
American habit. We sell commodities, 
such 


] 
duce GN hange 


then later at 


as cotton and wheat, on the pro 

in the hope of buying 
price 

Howevet 


a lowe and thus 


earning a t does not 


prone, 
always turn eut that wav, and many a 
trader has been caught short and suf 
fered there/rom. 

Our habit of selling short is not en 
tirely confined to the stock and pro 
duce exchanges. In all business, even 
in government, we sometimes get 
caught in the short trap. lor instance, 


Pearl 


vou put the blame, was an act of sell- 


Harbor, no matter on whom 


ing short—we were not prepared, To 
sell short means that you have not as 
sured yourself of being able to secure 
the goods you offered for sale. Short 
selling always reflects upon the good 
will of the company, regardless of 
excuses that the supplier could not 
supply. 
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pi oducts. 


Not to sell short 


pared to deliver the goods when prom- 


means to be pre 


ised. “Be prepared” is the key phrase, 


But, business is not only a matte: 
of exchanging merchandise for inoney, 
it is also a social and economic fun 


hion,. In business, n order to exist vou 


must let others live. The manut 


iS dependent upon t] 


acturel 
ie Wholesaler, he 
n turn is dependent upon the dealen 
the keystone of all business. 
‘Today, | 


thousands ot discharged 
service Men, and others, 


have estab 
lished themselves as appliance dealers. 
And why not? There was an apparent 
insatiable demand for washer, ranges, 
water heaters, refrigerators, and the 
like. A market, Sufhcient 
money to pay the rent and other in- 


seller’s 


cidental expenses got a man started. 
His credit was good, because he col- 
lected as fast as he delivered the goods. 
However, let me ask you, will these 
dealers be prepared when the seller's 
market changes to a buyer’s market ? 
Or, will they be found short? Can 
they really sell ? 


That a buver’s market follows a sel- 


derstands 


1s part of the dealer's sales training the 
salesman must be certain he fully un- 
the construction 


and use of 


ler’s market is as sure as night follows 
day, and it should be the duty of 
and salesman, to 
carefully survey the business policies 


everv. wholesaler 


and practices of those dealers to whom 
he sells. 

When the wholesaler learns through 
his salesmen or otherwise that some of 
his dealers are not showing good judg 
ment in the conduct of their business, 
and makes no effort to help these deal 
ers by advising them and counselling 
them, he is deliberately inviting busi- 
ness depression, The foundation on 
which these dealers base their busi- 


ness, namely competitive selling to the 





Important also to the dealer is the carrying 
of an adequate stock at all times. Many 
appliance sales are lost to competition, be- 
cause of inability to deliver when wanted. 
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Frederick H. Leder* 








public, is neither sound nor enduring. 

‘The most successful banks today are 
those that have given sound advice and 
counsel to their clients, helping them 
to maintain adequate profits and show- 
ing them how to avoid the dangers of 
price-cutting and over-stocking. 

The wholesaler occupies the same 
relationship to dealers as the banker 
does to his client, The wholesaler owes 
a cooperative interest and counsel to 
the dealer, to help him maintain his 
business and to conduct it at a profit. 

There are many services that the 
wholesaler can and should render to 
the dealer, among them are counsel on 
credit policies, merchandising, store 
and window display, advertising, etc. 
Perhaps the most important service 
today is teaching the dealer the prin- 
ciples ot ethical and practical sales- 
manship, especially the man, who has 
just begun and has but little or no ex- 
perience ina buyer's market. 

Ihe progress made in training dur- 
ing the war by the “Training Within 
Industry” program fits present day 
sales training needs perfectly. It actu- 
ally makes sales training automatic. 

The easiest and quickest way to 
acquire knowledge is by doing what 
we want to learn. If vou want to learn 
to sell, go out and sell. Thus, when a 
salesman leads a sales conference he 
is practising salesmanship—for selling 
is teaching. 

“But, how will this help my deal- 
ers, the men who most likely need 
training most?” is a fair question at 
this point. Is each of your dealers 
worth a small investment to you? If 





It’s easy for the new appliance dealer to stay in the seller's market providing he can 
secure merchandise. The change to a buyer's market will require a great deal more 
“know-how” if he is to continue the profitable conduct of his business. 





The most important service that the salesman can render now to his new appliance 


dealers is teaching the principles of ethical and practical selling 


dealer who has had little experience. 


so, secure suitable books for yourself 
and learn how to conduct a series of 
sales conferences based on them. This 
is essential, because it is necessary that 
you as a salesman will be able to dis- 
cuss and instill the principles of sales- 
manship in your dealers as you make 
your routine calls. 

You and your dealers are busy today 
getting merchandise to the public but, 
you should never be too busy to pre- 
pare for tomorrow. 
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particularly to the 


In the coming struggle for markets, 
there will be a great need for practical 
salesmen, for men who are prepared, 
there will be more opportunities to 
succeed in a big way than ever before. 
The time to act is now. When the 
buyer’s market is upon us it will be 
too late. 


* 1dvertising Manager, 
Cleveland Heater Co. 
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is THIs OK/ NECESSARY? 


Prevent it... with CERTIFIED BALLASTS 4 


People in the lighting business... and some 
unfortunate users . .. know that this trouble 
comes from an improperly installed, overheated t 


ballast in a fluorescent lighting fixture. 


Protection against overheating is only one result 
of the many rigid manufacturing specifications 
under which CERTIFIED BALLASTS are built. 
They are tested, checked and Certified as meeting 
these specifications by impartial experts, Elec- 
trical Testing Laboratories, Inc. That means 
assurance of good lamp performance, good 


fixture operation and minimum service worries. 


CERTIFIED BALLASTS, properly installed, 
will not drip—will normally outlast the entire 
lighting installation ...and they cost no more 
than any other ballasts. So why not be sure? 
Look for the ETL Certification mark on the 


equipment you specify. 


| CERTIFIED 

him *The compound inside a 
ballast, used to deaden 
sound and hold parts in 
place, melts under exces- 





SPEC. NO.6 sive temperatures. 


HIGH PF 











Certified Ballast iennaiiaaimaaaes 


Makers of Certified Ballasts for Fluorescent Lighting Fixtures 
Acme Electric Corporation General Electric Co. Sola Electric Co. 
Cuba, New York Specialty Transformer Division 2525 Clybourn Avenue 
Chicago Transformer Div. Fort Wayne, Ind. Chicago 14, Illinois 


Essex Wire Corporation Jefferson Electric Co. Starring and Company 
3501 Addison St., Chicago, Illinois Bellwood, Illinois Bridgeport, Conn. 


Wheeler Insulated Wire Co., 378 Washington Ave., Bridgeport, Conn. 
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Building Soundly For Pum Sales 





This attractive brochure with its appro- 
priately gold-colored cover highlights the 
accomplishments of the Havens Electric 
Company's fifty years of service in the 
listribution of electrical products. 


As told to 
A. Xiques 


NE of America’s oldest electri- 
cal wholesalers, the Havens 
Electric Company of Albany, 

New York, this year celebrates its 
golden anniversary—having completed 
fifty vears of service to the electrical 
industry. 

The company owes a great deal of 
its success to the vision and planning 
of its tounder, Morton Havens, who 
even in the very early days recognized 
the tuture possibilities of electricity 
and began to prepare himself for a 
career in this industry. 

To learn something about the busi- 
ness, he entered the employ of the 
(jeneral Electric Company in 1894 





‘Waktaleoales Marks 


Fittieth Birthday 


Albany’s oldest electrical wholesaler, 
Havens Electric Company, celebrates 


90th anniversary 








Starting in as the stockboy for the Havens 
Company in 1902, President E. A. Jones 
has devoted much time to careful study of 
electrical industry trends. These studies 
have enabled him to steer the organization 
carefully and successfully through the past 
stormy decade. 


at Schenectady and two years late: 
opened his own shop in Albany on 
14+ James Street. Before very long his 
small store became one of the principal 
sources of electrical supplies in the 
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The future possibilities offered by the elec- 
trical industry were early recognized by 
the late Morton Havens, founder of the 
Company hearing his name, when he first 
opened his own electrical shop in 1896. 


territory. Here was to be found a stock 
of items ot fixtures, motors, and wiring 
devices then available, as well as com- 
plete information about their installa 
tion, maintenance and repair. 

The growth of the Havens Electric 
Company was rapid and its business 
increased so steadily that it was de 


cided to move to a new and larg 


~ 


"] 
store at 365 Broadway. Those quarters 
in turn were quickly outgrown and in 
1922 Havens Electric moved to a six 
story building at 31 Hudson Street. 
There, before long, it became neces 
sary to acquire adjoining buildings at 
14 and 16 Beaver Street. Today 
Havens Electric Company occupies a 


$l 














1946 








Left— Today the Havens Electric Company owns a six-story 
structure, one block in depth, and serves contractors and electri- 
cal retail stores as far north as the Canadian border, east to the 
Vassachusetts state line, south to Poushkeepsie and west to 
Little Falls and Cooperstown. 


HAVENS. & 


bee reed | oo Pee 





Right—At the service counter supplies are 
conveniently displayed to aid the custome 
in quick selecting of merchandise. 


Below —A well lighted and spacious show- 
room located in the rear of the huilding 
adequately displays the company's major 
appliances. 


modernly equipped, six-story structure 
— one block in depth. 

Until 1927 the Havens Electric 
Company sold fixtures, wiring supplies 
and household appliances to the gen- 
eral market, but in that year it adopted 
a policy of selling on a wholesale basis 
exclusively. Today it serves contrac- 
tors and retail electrical dealers as fai 
North as the Canadian border, East 
to the Massachusetts state line, South 
to Poughkeepsie and West to Little 
Falls and Cooperstown. 

As one of the pioneers in the in- 
dustry, the firm was among the far- 
sighted concerns that introduced such 
electric products as clocks, radios, 
washers, refrigerators and other appli- 
ances when they were first put on the 
market. 

In the early 20’s, when the General 
Electric Company was experimenting 
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1896 








Right—The company’s small original store 
at 14 James St. was sufficiently adequate 
in size to handle all the details of sales, 
installation, service in the then surround- 
ing territory. 


with television, othcials of the Havens 
Klectric Company devised a receiver 
which included among its parts a mo- 
tor from a sewing machine and a per- 
torated disc. During an experimental 
broadcast from Schenectady to Pitts- 
field, the device in the Havens Electric 
plant received the pictures. 

‘The and 
Morton Havens not only kept him 
constantly abreast of electrical devel- 


foresight vigilance of 


opments but frequently he made val- 
uable contributions toward their ac- 
complishment, For instance, in 1906 
as a result of a need that developed in 
connection with a wiring job for the 
West Albany railroad calling for the 
installation of electric lights, he de- 
signed and developed a fitting which 
has been a standard product as a con- 
venienee and safety device used in 
electric wiring ever since. 

Morton Havens passed on in 1936 
but not until he had seen the business 
he founded grow to a position of lead- 
ership in the territory it served. 

Offices and sales executives of the 
company today are. Elmer A. Jones, 
president, who started with the or- 
ganization in 1902 to work for the 
founder as a stock man. Mrs. E. M. B, 
Havens, widow of the founder, is 
vice president of the firm; Laurence 
R. Perlee, vice president and general 
manager; Francis A, Van Schaick, 
treasurer; Clifford V. Chisholm, ap- 
pliance sales manager; Benjamin J. 
Coughlin, supply sales manager; Har- 
old FE. Van Alstine, assistant appliance 
manager; and Norman W. 
\dams, assistant supply sales manager. 

One of the oldest employees of the 


sales 


company is Louis Schaefer, who has 
been in the employ of the firm for 35 
vears. Mr. Schaefer “refuses to retire,” 
his fellow workers say, and reports 


daily to his job of general duty at the 
plant at 31-33 Hudson Street. 

Each department supports the serv- 
ices ot a traveling specialist who is in 
with the 


whose work supplements that of the 


regular contact trade and 
territorial salesman. These specialists 
are: E, Terwilliger, industrial appara 
tus; W. F. Clarke, lighting; M1. Pfat 
fenbach, appliances and radio; and A. 
Barron, service and parts. 

The company is proud of the serv- 
ice record of its employees, more than 








half of whom have been a part of the 
organization for from 15 to 35 years. 
Customers interests are always secure 
in the hands of these experienced work- 
ers, who have been well trained in the 
rapid and accurate handling of orders. 

Today as always it remains the 
pledged policy of the Havens Electric 
Company to keep fully abreast of prog 
ress in the industry, to deal honestly 
and ably with the trade and to main- 
tain the highest standards of quality 


and service. 





On October 5 of this year members of the Havens Electric Company held an anniver- 
sary dinner at the DeWitt Clinton Hotel in Albany in celebration of the company’s 
fifty years in the electrical business. 
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N an outstanding electrical indus 
try event the Lighting Institute 
of the General Electric Company 

at Nela Park was recently reopened 
atter being completely redesigned and 
enlarged. Displayed and demonstrated 
there are virtually all of the sweeping 
changes in the physical nature of light 
ing that have outmoded much that was 
formerly accepted as good lighting 
practice, 

In the “new” Lighting Institute are 
presented tor the first time new light- 
ing concepts, developments and light 
sources that during the war vears ex 
isted only in the laboratories, or on the 
drafting board, in the realm of discus- 
sion or at the most in hand made 
models of equipment. 

The materialization of many new 
products that were born out ot costly 
research and experimentation — which 
had continued despite the fact this 
institution was practically closed for 
five years — forecasts tor the lighting 
industry the greatest sales era it has 
ever known, 


Charles k. Wilson, president of the 

















General Electric Company, in wel- 
coming a large gathering of editors 
and journalists on the opening day 
stressed that the institute in its new 
and expanded design gives the com- 


pany new opportunities for growth and 


service, new opportunities to assist the 
entire lighting industry. 
Purpose Of Institute Reviewed 
“Two purposes of the institute are 
-to show people how many ways a 
lighting task can be performed and to 





The importance of good lighting as a means 
of reducing fatigue and error is demon- 
strated in the office room. There the light- 
ing levels ranging from 5 to 10 footcandles 
common today in many offices) can be 
raised to levels of 50 footcandles. 


The definite merchandising functions of 
lighting in the hish-ceiling department 
store or smaller specialty shop are spec- 
tacularly demonstated in a cleverly de- 
signed retail store lighting display. Here 
are shown various techniques of lighting 
that help to move merchandise. 











provide a means of experimentation 
on the part of our own engineers, 
whereby they may learn more about 
better uses for the products,’ accord- 
ing to M. L. Sloan, vice-president in 
charge of the Lamp Department. 

It was twenty-five years ago that 
the first institute school was held at 
Nela Park and the future educational 
programs, as outlined by Ward Har- 
rison, manager of the engineering divi- 
sion of the Lamp Department, will be 
designed with the original goal in 
mind—the spreading of knowledge on 
the most intelligent ways to use lamps 
in the home, commerce and industry. 

These courses are extremely im- 
portant to engineers and salesmen of 
lamps and lighting who are connected 
with utility companies, lamp and fix- 





The bust of Thomas A. Edison, inventor of the first practical the fountain, is the observation promenade with its huge ceiling- 
incandescent lamp, fittingly faces the visitor on his entrance to to-floor Thermopane min4ows, affording the visitor an impres- 
the Lighting Institute at Nela Park. Beyond, and overlooking sive view of the quadrangle. 








“Horizon House,” the home lichtine section of the institute dramatizes for the first 
time the great strides in home lighting fixture and equipment design, made during the 
war years. Use of the new longer and slimmer fluorescent lamps in coves, troughs and 
behind concealed strips, above-ceiling lighting, combinations of circular fluorescent and 


filament sources in portable lamps are just a few of the ingenious features of this room. 





















ture contractors 


wholesalers, and 
others to whom the public looks for 
dependable guidance when buying 
lighting. 
All the 


tute are designed specifically to fit the 
with each 


“classrooms” in the insti 


courses, room devoted to 
illustrating the fundamentals of light- 
ing in terms of quantity, quality, color 
ind placement of light sources, for 


particular conditions and purposes. 


Features Of The Institute 


In passing through the institute the 
visitor sees. through educational dis 
plays 4nd demonstrations all forms of 
the latest lighting applications. 

The and 
shop is completely set up to demon- 
strate lighting that is adaptable to 
industrial areas, and typifies present 


machine woodworking 


practice in good industrial lighting. 
Comparison can be made between light 


lor the neighborhood grocery or the corner 
drug store, good lighting is equally im- 
portant, first to cause the passer-by to stop 
and enter the store and then to guide his 
interest and movements while in the store. 
General and localized lightine are both 
shown 


The Sunshine Shop is set up as a guide to 
retail establishments in planning for their 
places of business the promotion of “en- 
semble-setting” of lamp bulbs, portable 
lamps and fixtures—equipment that makes 
it possible to bring the lighting henefits 
#f natural sunshine into the home. 


trom filament sources and fluorescent 
sources on an equal footcandle basis. 
The lighting also permits the different 
types of installations to be tested and 
viewed. 

In the office lighting room it is 
possible to show lighting levels that 
from 5 and 10 footcandles to 
levels of 50 and 100° footcandles. 


Various ways of suspending fluores- 


range 


cent equipment, trofter application, 
typical commercial units and special 
fixtures to show the performance of 
aluminum reflectors, white painted re- 
Hectors and others are demonstrated as 
well as louvers and glass covers. En- 
vironmental factors 
different and 
methods of controlling window glare 


including desk 


tops ot color finishes 


are also shown. 


Lighting 1 Werchandising Aid 


‘The retail store comes in tor its full 
share ot attention, and one of the out 
standing opportunities, which the in 
stitute offers is, to study lighting which 
is planned to pertorm definite mer- 
chandising functions. By ingenious 
utilization of the space devoted to re- 
tailing, surroundings typical of the 
high-ceilinged department store, of the 
smaller specialty shop, of the neigh 
borhood grocery or the corner drug 
store are provided. Here are demon 
strated the basic principles, tools and 
that 
that the 
merchant can employ lighting to uti 
lize more effectively all the other ap 


techniques ot lighting move 


merchandise and the wavs 


pointments of his store. 
The Sunshine Shop in the institute 





brings together the lamp bulbs, port- 
able lamps and lighting fixtures which 
make it possible to enjoy all the bene- 
fits of natural sunshine in any home. 
It suggests to the dealer how to dis- 
play ‘‘ensemble-selling” of sun-condi- 
tioning merchandise. 

New Patterns For Home Lighting 
the home sec- 
tion of the institute, demonstrates a 
great variety of modern lighting ideas 
and shows for the first time a living- 
dining room completely designed and 
decorated for fluorescent lamps, New 
applications of coves in walls and ceil- 


“Horizon House,” 


ings create “washes” of light over ex- 
tended areas and each wall has its own 
lighting system. 

Extensive use of the new longer 
and slimmer fluorescent lamps makes 
it possible to keep the lighting elements 
in perfect scale with the architectural 
and decorative treatment of the in- 
terior design. The floor and table 
lamps are based on entirely new ideas 
in the combining of circular fluores- 
cent and filament lamps. 

The entire lighting scheme as de- 
veloped in “Horizon House”’ is highly 
versatile in order to display the in- 
creasing possibilities of light applica- 
tion and each idea is individually con- 
trolled on a panel which requires the 
use of 80 switches. 

Another 
Nela 


feature at 
Park is the artificial sunshine 


outstanding 


solarium appropriately called the “Sun 
Deck.’ Through the use of fluorescent 
sunlamps, mercury lamps and tungsten 
reflector spotlight lamps, an average 
illumination of 3000 footcandles and 





























heat rays ot 50 watts per square foot 
are produced throughout the room. 
Intended for year-round use this room 
will be of particular interest to hospi- 
tals, athletic clubs and progressive in- 
dustrial plants, while with slight 
modification the equipment would be 
useful in plant-growth research and 
material testing. 


Planned School Lighting Shown 


With the purpose of stimulating 
wider recognition of the need for effec- 
tive artificial light instead of only 
natural light for proper classroom 
illumination, the school center demon- 
strates the methods of providing under 
all weather conditions the quantity 
and quality of light as recommended 
by the Illuminating Engineering So- 
ciety. Different types of incandescent 
and fluorescent systems for providing 
efficient schoolroom lighting are shown 
and various positions and patterns of 
fixtures can also be demonstrated. 

Equipment, other than lighting, 
which aids materially in improving 
seeing conditions in the schoolroom 
are installed: glass chalkboards in 
three different colors, and lighted by 
banks of fluorescent lamps, modern 
type desks in various finishes and the 
correct colors for walls and ceilings. 


Lighting Quality and Quantity Vital 


Two adjoining rooms of average 
office size are designed to demonstrate 
the effect of quantity of light and qual- 
ity of light as each is related to vari- 
ous seeing tasks. 

In a sense each of these rooms is a 
miniature lighting research laboratory. 





The sun has been moved indoors in the Lighting Institute's “Sun Deck.” Fluorescent 





























sunlamps combined with mercury lamps and tungsten reflector spotlight lamps produce 
an average illumination of 3000 footcandles and heat rays of 50 watts per square foot 


throughout the entire room. 


In the room for the study of quantity 
the visitor can determine for himself 
which lighting amounts he likes and 
also which levels are best for him in 
performing visual tasks. 

The quality room, first of its kind 
anywhere, shows quickly that the ef- 
fect which glare has on visibility de- 












































pends on three tactors: the brightness 
of light source, area of the source, and 
position in the field of a person’s view. 

Throughout the entire Lighting 
Institute bactericidal lamps are used 
to illustrate their value in the disin- 
fection of enclosed air spaces. It is 
noteworthy that this is quite easily ac- 
complished— not with an array of ex- 
pensive, space-taking equipment— but 
with only a few properly placed bac- 
tericidal fixtures. 

Nela Park Lighting Institute dem- 
onstrates effectively to seller and con- 
sumer alike the importance of illumin 
ation in the coming years and its facil 
ities will aid the lighting industry ma- 
terially in meeting the new and large: 
problems of educating industry, com 
merce and the home to the manifold 
henefits of good lighting. 


Forming a background for the promenade 
on the opposite side is the lamp gallery 
where are displayed samples of the thous- 
ands of different sizes and types of lamps, 
manufactured by the General Electric 
Company in plants throughout the country. 
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ILLUMINATING 
DIVISION 
Fluorescent, Incandescent 
Mercury Lighting Equipment 
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Installed in a commercial area of any 
size — the MILLER FLUORESCENT 
TROFFER LIGHTING SYSTEM gives 
you (1) perfect light for easy-seeing; 
and (2) a distinctive, impressive ceiling 
treatment. Good lighting is made an 
integral part of the architecture! Further- 
more, you get a saving! The continuous 
wireway channels reduce wiring costs, 
conduit and conduit fitting costs, from 
50% to 80%. The patented Miller 
Ceiling Furring Hanger improves and 
simplifies installation. The versatility of 
application of the Troffer System offers 
limitless design opportunity — 
CEILINGS UNLIMITED — while 


fulfilling its primary purpose — 
IDEAL LIGHTING. 


Hag, 


§ 4, 
Y + l Roy 
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THE MILLER COMPANY - MERIDEN, CONN. 


ILLUMINATING DIVISION 


ROLLING MILL 
DIVISION 


Phosphor Bronze and Brass 
in Sheets, Strips and Rolls 


FOUNDRY HEATING PRODUCTS 
DIVISION DIVISION 
Non-Ferrous Metal Domestic Oil Burners 
Castings and Liquid Fuel Devices 
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CAMERA CLICKS 


At Los Angeles 








$ 
2 The Electric Wholesale Mart personnel 
- pose for the cameraman. Front row, from 


the left: H. E. Thompson, salesman; T. J. 
Norton, vice president; F. E. Norton, vice 
president in charge of sales. Back row: 
C. B. Aragon, stock clerk; B. Christensen, 
service manager; W. M. Thorne, vice 
president and general manager; A. F. 
Bender, purchasing agent; Leonard Shel- 
fow, assistant manager; Bert Davidson, 
telephone salesman; F. H. Spafford, 
counter salesman. 








A DIVISION now of Norton & Norton, Los Angeles, the Electric sales manager — both men appear in the above picture. 


Wholesale Mart is part of an organization having a history that 


Activiti f th t hiefly in the industrial field, ki 
goes back 40 years, when it was established as an electrical ST ee a ee ee eee ee eae 


: : , especially with those contractors interested in industrial busi- 
contracting firm. From the time the wholesale branch was P id 


P é : ness. This is natural because the members of the company have 
started, it has shown steady progress until now it represents 


: a ae been identified with industrial developments in the Los Angeles 
the major part of the activities. an 

area for at least 30 years and are well qualified to cooperate 
The officers of the Electric Wholesale Mart division are Warren with the contractors on engineering layouts and production 


Thorne, vice president and general manager, with Frank Norton problems connected with all types of industrial plants. 











re RO I EE aca, e 





4 close-up view of the city counter and open package stock The above illustration shows that a large part of the 30,00 
where Christopher Aragon, behind the counter, is discussing sq. ft. of floor space in the building is utilized for the stocking 
business with F. H. Spafford. of electrical supplies. 
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; Rand 





in WHOLESALERS’ STOCK CONTROL 


It's new! It’s unique. This ingenious device, 
THE CHART THAT THINKS, saves an amazing 
amount of time for busy wholesalers by taking 
practically all the arithmetic out of stock control 
operations. What's more, it adds positive assur- 
ance of accuracy! 

With KARDEX and THE CHART THAT THINKS, 
no longer is it necessary to check laboriously 
through every stock card to secure information. 
he signals automatically direct executive atten- 
tion to just those items requiring attention— 
unmistakably flashing the information that this 
item should be ordered today, stock on that item 
is dangerously low, and other items are over- 


stocked, obsolete or slow-mov ing. 


'HE CHART THAT THINKS eliminates waste 
motion and futile searching. Every clerk knows 
what to do and when to do it. With this system, 
you can keep better stock records with less cleri- 
cal help than required for older, more cumber 
some methods. 

It will save you money whether your stock is 
large or small. For free literature and samples of 
rHE CHART THAT THINKS, just phone or write 


your nearest Remington Rand office today. 


SYSTEMS DIVISION 





315 FOURTH AVENUE -NEW YORK 10, N ¥ 
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Commercial Fluorescents by Lighting Products combine unusual 
beauty and practicability with exceedingly high lighting efficiency. 
This complete line, with a fixture for every commercial need 
will more than meet your customers most rigid requirements. 
For complete information, send for the following Bulletins — 
No. 400-—Constellation Louvered, No. 410—Constellation-Glass, 
No. 390—Zodiac and No. 380—Lite-a-nite 





LIGHTING PRODUCTS INCORPORATED 
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( cotanios Or Costly Resceseh 


Lowe ‘Today’s i? luoresecent Lamp 


By 





HE phenomenon of fluorescence 


was recorded several centuries 
ago, but it remained for scien- 
of this to bring togethe: 


the fragments of related knowledge 


tists age 
and tie them together with the many 
recent findings into the modern fluo- 
rescent lamp. The seemingly hopeless 
barrier which the 
this field Huorescent 
sity 


beset workers in 


was low inten- 
as late as 1921 one specialist de 
spaired at the possibility of lumines- 
cence becoming a real factor in arti- 
ficial lighting. Some of the steps along 
the journey of fluorescent history are 
as follows: 

The first record of phosphorescence 
was around the end of the first mil- 
A. D. it 
that an oriental painting of a grazing 
bull continued to glow after dark. 
The 


Huorescence and phosphorescence was 


lennium when was noted 


more celebrated beginning ot 
the discovery in 1602 by a shoemake: 
Italy, of 


luminous after 


in Bologna, a substance 


which was exposure 
to a strong light. Fifty vears later a 
of the 
phosphorescent light was independent 
of the light, 


proving that the phenomenon was not 


scientist found that the color 


color of the exciting 
due to the storage of light in a sub 
stance. The investigation of these et 
fects became fashionable and explana 
for example, Newton in 
1704 attributed fluorescent effects to 
internal Others 
ternal dispersion was the real cause. 
In 1852 the Irish physicist Stokes 
first published a law which was of 
benefit to the industry in the develop 


tions varied 


reflection. said in 


Fig. 1. With so many materials, ways of 
processing them, types of construction and 
dimensions to choose from, the fluorescent 
lamp designer must select the combination 
which will represent the best value. 
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-G. E. Inman and C. L. Amick* 


ment of Huorescent materials. 
(1859) the 
French scientist Becquerel described 


Soon afterwards 
tubes containing fluorescent materials 
and rarefied air. Although his tubes 
were not successful light sources, the 
idea was studied further in Belgium, 
England, France, Germany and Hol- 
land, as well as in America. Thomas 
A. Edison invented a fluorescent lamp 
in 1896 but it was not practical. 
Hundreds of mineral compounds 
were found which fluoresced when 
excited by the proper radiation. Gas- 
eous conduction lamps were coming 
into limited use, based on develop- 


by Crooks, Moore 
and Claude. It is interesting to note 


ments Geissler, 


— 
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CATHODE COATING © 
Material 
Purity 
Quantity 
Application 








that during the 1920's a lamp inad- 
vertently making use of a slight 
amount of fluorescence was used in 
the sign industry. An argon-mercury 
discharge in uranium-glass tubing 
gave a much better green color when 
lighted, which was later explained as 
Huorescence of the uranium glass. 
In the 1920’s the idea of fluores- 
cence was well known to scientists 
Phosphors and mercury discharges 
were then ola subjects, but the proper 
combination of (1) efficient 
ultraviolet source and (2) fluorescent 
materials of high response to that 
particular type of ultraviolet radia 
tion had never been found, A scientist 
of the G-E Research Laboratory it 


an 
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Fig. 2. One of the greatest contributions to 
fluorescent lighting was the development at 
Nela Park of automatic machinery for the 
juantity production of fluorescent lamps. 




















Schenectady showed that 10 microns 
of mercury pressure was the optimum 
value for efficient production of ultra- 
violet. Other work in the laboratory 
had indicated the requirements for the 
operation of electric discharges at low 
pressures; activated cathodes and the 
proper pressure of filling gas were 
correlated to give cathodes of long 
life. 

The production of tight by fluores- 
ent coatings on the inside of tubing 
was being employed by the French 
and Germans in the early ’30’s and 
by 1934 the development of 
voltage fluorescent lamps was under- 
taken by G-E 
1935 progress was quite rapid 


low- 
lamp designers. By 


Synthetic phosphors of sufficient in 
tensity were being produced and of 
equal importance, fluorescent mater- 
ials had been selected to match a high 
eficiency source of shortwave ultra- 
violet energy, the low-pressure mer- 
ury arc. More and more scientists 
were assigned to the task and satis- 
factory methods were found to apply 
the phosphor to the inside of the bulb 
most of the phosphor particles in the 
resultant coating are only 0.00008 to 
0002 inches in diameter but calcula- 
tions indicate that the coating in a 
40-watt white or daylight F lamp con- 
tains some 10,000,000,000 particles! ). 
Combinations of fluorescent material 
were developed to give white light 
and the experience in filament lamps 
of lumiline construction was utilized. 
Too, the background of know-how 
provided by long experience, in the 
manufacture of vapor discharge lamps 
ind the decision to favor low-voltage 
operation were considerable factors. 

In September, 1935, the first public 
exhibition in America of a practical 
lamp 
made at the I.E.S. Convention in Cin 
innati, The practical design resulted 


7 
low-voltage fluorescent was 
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from the proper combination ot (1 

short rather than long ultraviolet, (2) 
an eficient matching phosphor, (3) on 
the inside of the bulb, (4) proper cur 

rent density and (5) hot cathodes tor 
maximum efhciency. Fig. 1 shows some 
of the other variables. This sample was 
the beginning of high-efficiency fluo 
rescent lamps which could be made uni 

formly in large volumes for the great 

est public benefit. In November, 
1936, decorative lighting effects for 
the 100th Anniversary Celebration 
of the Patent Office were provided 
with G-E fluorescent lamps, and the 


two World’s Fairs were extensive 
proving grounds in 1938 and 1939. 


Fluorescent powders were used in 
-urope for the color correction of 
high-pressure mercury vapor lamps 
introduced in 1937. This was a some 
what natural move because the high 
pressure mercury discharge produced 


some ultraviolet. However, the fluo 


rescent coating absorbed part of the 


visible light, which with the addition- 

































al cost, largely offset any color-cor 


rection benefit. High-speed  equip- 


ment Tol quantity production o1 


standard fluorescent lamps was de 


Nela Park 


the original G-E line consisting of 4 


(Fig. 2) 


veloped at and 
sizes in daylight, white and 5 colors 
were announced to the public in 
\pril, 1938. 

Since then, further research has 
extended the line of fluorescent lamps 
to other sizes. In addition, economies 
of mass production techniques justi- 
fied by the demand for such a light 
source have been passed on to the 


customer through several price reduc 


tions. At the same time, improve 
ments and performance data have 
resulted in increased efficiency life 
ratings so that the 40-watt white 


lamp now gives about 6 times the 


lighting value as when that size was 


introduced in 1939. 


*Reprinted by from General 


Electric Company. 


permission 


Excellent electrical properties 
Thin coating of insulation 
More conductors in a given space 


Ease of handling 
Easy stripping 
Light weight 


Resistance to ozone, wear, sunlight, 
water, chemicals, and most other 
normally destructive factors 


\14 colors including NEMA standards 


H 








Wire insulation 
made with GEON 
has ALL these advantages 


Be sure to specify wire or cable insulated with 
GEON in order to get a// these advantages. Or, for 
information regarding special applications please 
write Department T-11, B. F. Goodrich Chemical 


Company, Rose Building, Cleveland 15, Ohio. 





B. F. Goodrich Chemical Company ....”— 
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JOBBERS-CONTRACTORS-INDUSTRY 





General Blecwic Westinghouse. Cutler- 
Hammer, Ward Leonard and other 
makes, built to both: commercial and 
Navy specifications. 115 and 230 volt 
DC; 220 and 440 volt AC; 60 cycle, 3 
phase. Drip-proof, water-proof, manual 
and magnets: types. Unused and used. 


Rees 


ATTACHMENT PLUGS 


Composition and rubber in ca 
a = of grips. Fine qual- 


eB A 


CONNECTOR BODIES 
Boketite and composition, 


_ parallel slots, "T*' slots, reg- 
0 ul ged construction. 


pon 


KNIFE SWITCHES | 


Fuse, non-fuse —2 and 3 pein 


pole — single and dovble 


throw. > 4 
CONDUIT 

RR FITTINGS 
All types, for all pur- 


te poses. 


The electrical supply items shown 
here are but a fraction of the total 
surplus inventory. Use the cou- 
pon to indicate other items in 
which you are interested. 








A huge inventory of government surplus electrical sup- 
plies is now available to dealers, jobbers, contractors 
and industrial users. Many scarce items are included 
in this sale—items which continue to be in short 
supply and are now offered at prices well below today’s 


market for similar products. 


het Nou — secure needed supplies 


and build up depleted stocks. Simply fill in the attached 
coupon and mail to your nearest War Assets Administra- 


tion Regional Office. 


Send this coupon to your nearest WAA Regional Office: 





I am interested in the following: 


| ITEMS DESCRIPTION 
| PEN 6. i tet eneeew bine seu e en catar e460 Cese es 
| PETE Cee hn ee ee a 
pee eee ie 
| City ; ; we State 
| 691-35 
All electrical supplies are subject to priorities EXPORTERS: The War Assets 


VETERANS OF WORLD WAR II are invited to 
be certified at the War Assets Administration 


Administration solicits your 


: i iries. nicat ith 
Certifving Office serving their area and then to inquiries. Communicate w 


purchase the material offered herein your foreign clients promptly 


War Assets ApMINISTRATION 


Offices located at: Atlanta A GOVERNMENT B Louisville ~ 
Birmingham + Boston + Charlotte a ne 
Chicago + Cincinnati + Cleveland % 
Dallas - Denver + Detroit + Fort 
Worth + Helena + Houston SS St. Lovis - Sat Lake City + San 
Jacksonville + Kansas City, Mo. Antonio San Francisco 
Little Rock . Los Angeles Seattle *+ ject + Tulse 


691-3 


Minneapolis 
= Nashville - nn Orleans - New 

York * Omoha + Philadelphia 
Portland, Ore. ° Richmond 
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tts take aLOOK atthe inside of a 
WARE rniwase 










FOnly one wrench needed to 


Deuble Fibre Bridge Assembly remove blown link and renew. 


increases strength 10 times / 
Maintains perfect alignment. / 


Rugged simplic- 

ity. Only 3 parts / 
to handle in 
renewing link. 


HI-LAG Link of one piece, uniform 
thickness, has large contact areas— 
wide body areas to insure depend- 
able absorption of heat for time lag. 


GAS VENT HOLES WARE HI-LAG FUSES have many ex- 
at Seay SDS clusive features in design and construction 
which make them far superior-in operation 
—much more economical in rendering. 
longer fuse life and with unsurpassed 
safety insurance. ee oe : 

Try WARE HI-LAG FUSBS NOW! 
Start enjoying uninterrupted production 
progress and new fuse economy with the- 
World’s Best and Coolest Operating 









Arched spring tension washers and 
heavy studded bolt, keeps links per- 
manently tight. Reducing excéssive 
heat and needless blows. 





IW /A\RIE: Ey sctthers 4450 W.LAKE ST.-- CHICAGO 24, ILL. 
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Cold Cathode Lighting Sedvce 
_— Layout FP vohiom 


As told by W. A. Willoughby 





HE rapidly growing acceptance 
of the packaged cold cathode 
unit for lighting has entirely 
dispelled the earlier that cold 
cathode’s use was purely ornamental 


idea 


and suitable only for custom jobs. 
As a matter of fact, 
standard fixtures, 


that 


industrial as 


now 
type 
well as commercial, open and _ glass- 
enclosed, and for standard length 
lamps, are readily available this new 
lighting source becomes at once a 
the 
his salesmen to handle. 


W. A. Willoughby, head of the 


electrical 


“natural” for wholesaler and 


wholesale department of 
J. E. Haseltine and Company, indus- 
trial and 


Portland, Oregon, 


electrical distributo1 s of 


recently matched 


Gilbert and Sullivan’s “making the 


punishment fit the crime’’ in solving 
a lighting layout by “‘making the lay 
out fit the need.” His problem was 
to make the “lighting fit the space” 
in the company’s odd-shaped filing 
room, so as to secure an intensity ot 
at least 


the entire area. 


120 toot-candles throughout 


Among the dithculties encountered 
in solving the problem were the tact 
that the room was L shaped, that it 


was low-studded — only 7 feet, 6 


inches from floor to ceiling, and that 
two beams each one foot deep wer 
in the ceiling of one leg and caused 
considerable interference with th 
distribution of light. 


The fixtures formerly in use were 
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fo’ i! 
\! ! 
| 
| 
: | | 
| AT 
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Beams /'deep 7 
Lighting layout finally decided upon re- 
sulted in an intensity of 120 foot-candles 
throughout the entire file room with use of 
eight cold cathode lighting fixtures. 
| ANTE RRM 
t 


Vovember. 
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hight 
installed diagonally at junction of the two 


foot, cold cathode lighting fixture 


legs of the file room assures adequate ana 


even lighting even in the far corner. 


wholly inadequate and M Wil 
loughby after much caretul planning 
devised the layout shown here. In 
stead Ol uSINY regular oOmmerc al 


hot cathode fluorescent nxtures, he 


lecided upon and installed low volt 
ge, cold cathode fixtures to get the 


lighting intensity desired. 

ight General Luminescent open 
type KFCE-446 units, each of 218 
Watts and eight feet in length, were 


> 


mounted on the ceiling. By installing 


the fixtures on the beamed side ot 
the L lengthwise, instead of cross 
wise, the light distribution was af 
tected very little by the beams. On 


the othe side ot! the - were placed 
three cross units plus one mounted 


diagonally to the corner. 


Final result was a fully satisfac 
tory lighting installation delivering 
the 120 foot-candle intensity desired 


plus high quality, glare-free illumina 


tion with a minimum of shadow. Ap 


preciated and endorsed by the em 
ployees, it gives them the correct 
amount and kind of lighting so 


necessary to the exacting work at the 
files. 
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ar Your Springboard to \941 Selling 













NEW PRODUCTS 
CATALOG SECTION _. 


Informative... 
Authoritative... 
Sales Building... 


1947 S 
AZ 
&s 


P 


Here, wrapped up in one single handy Put its NEW PRODUCTS CATALOG SECTION to 
package, the NEW PRODUCTS CATALOG SECTION work for you at once and go after the tremen- 
will truly be a catalog of new or recently dous sales opportunities for electrical prod- 
launched post-war electrical products that ucts that 1947 offers you. 


offer wholesalers the opportunity to make 
1947 an outstanding year for electrical sales. 


This catalog section, featured in the Decem- B IL B (c aT RB | (e [\ i 


ber issue of ELECTRICAL WHOLESALING, is 


planned so as to give wholesalers and their \. Ll [ Ec N | 
salesmen throughout the country a handy and gee Le ur L 
up-to-the-minute reference—a sales tool for 


constant use at the counter or in the field. THE NATIONAL MAGAZINE FOR 


Be sure to look for and save your copy of SALESMEN OF ELECTRICAL PRODUCTS 


ELECTRICAL WHOLESALING’S December issue. 330 WEST 42nd STREET - NEW YORK 18, N.Y. 





NEW PRODUCTS CATALOG SECTION 
pt tapearing tu the December (ssue 
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News Notes KF rom N ° EN. A. 


By Alfred Byers, secretary 


National Electrical Wholesalers 


Association 





N.E.W.A. EXECUTIVE COMMITTEE 
MEETS AT ASHEVILLE 


Members of the Executive Commit- 
tee of the association, together with 
Management 
Committee met at Grove Park Inn, 
Asheville, N. C., October 20-23, 1946, 


Interesting reports on the recent ac- 


the members of the 


tivities of the Apparatus and Supplies 
Division and the Appliance Division 
were presented by D. M. Salsbury 
and E. B. Ingraham 
chairmen of these N.E.W.A. divisions. 


The revision and consolidation of sev 


respectively 


eral association committees to secure 
their smoother functioning and _ in- 
crease their effectiveness in the hand- 
ling of association and industry prob- 
lems, were considered. 

Means by which the association's 
membership can better cooperate with 
the U. S. Department of Commerce 
to enlarge the scope and value of 
Bureaus of the Census monthly re- 
ports on electrical wholesaling oper- 
ations were discussed. 

Considerable interest was shown in 
the comprehensive report on the work 
done by the Operating Cost Commit- 
tee during the past several months. 
As a result of the cooperation by 
N.E.W.A. members, the committee, 
under the chairmanship of L. M. 
Nichols, reported that suggested ac- 
counting manuals were now available 
full 
wholesalers (this is a revision of the 


-one type tor line electrical 
manual which has been available fo1 
a number of years, and now brought 
up to date)—and a new manual, espe- 
cially prepared for the benefit of elec- 
trical specialty appliance distributors. 

The committee also reported that 
had contributed most 


helpfully to three current surveys soon 


the members 


to be reported on in final form. One 
survey covers the national study on 
methods of compensating salesmen, in- 


cluding the handling of their automo 
bile and traveling expenses, Another 
survey is concerned with operating 
ratios on controllable expenses, based 
on members experiences in the 3rd 
quarter of 1946, The third survey re 
lates to the cost of handling residential 
lighting fixtures. These latest activi 
ties of the Operating Cost Committee, 
coupled with still another basic opera 
tions report being readied at this time, 
and the already published reports ot 
the Warehousing Committee, provide 
N.E.W.A. members with an outstand 
ing series of authentic references to 
assist them in improving their individ 
ual operations. 

Altogether, this meeting of the Ex 
ecutive and Management Committee 
was splendid proof of the constantly 
increasing value of N.E.W.A. to the 
whole industry remarkable 
progress made since Charlie Pyle has 
taken over its management. 


and the 


MEMBERSHIP MOUNTS 


Mr. Pyle informed the Asheville 
meeting that increase in 
N.E.W.A. taken 


place since the April convention, Pres- 


further 
membership had 


ent total now exceeds the 925 mark. 


RESOLUTION TO E. DONALD TOLLES 


As a token of its esteem and lasting 
friendship for Fk. Donald Volles, long 
time Managing Director and 
urer of N.E.W.A., the members at 


the Asheville meeting 


Treas 


unanimously 
adopted a resolution of appreciation 
ot his long and devoted service and 
wishes for a long and happy retire 
ment. The resolution, beautifully pre 
pared on a permanent scroll, was pet 
sonally signed by each Executive and 
Management Committee 
present. The scroll was then sent on 
to “Don” Tolles at his Florida home. 


membe1 
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PLANNING COMMITTEE FORUM 
Herbert Metz 


next, in his highly popular series otf 
N.E.W.A, Planning Committee for- 
um meetings for November 14th. 
N.E.W.A.’s guests will be the editors 
of the many McGraw-Hill business 


has arranged the 


publications, The theme of the forum 
will be: “What's Ahead for Whole- 
saling.”’ Answers will be the opinions 
of the various editors who occupy an 
exceptional vantage point from which 
to observe trends and likely develop 
ments. N.E.W.A., 


provided with a full 


members will be 
report of the 
views expressed which should prove 
a helpful guide to them in their own 


business planning. 


N.E.W.A. CO-SPONSOR OF NATIONAL 
FARM ELECTRIFICATION CONFERENCE 


N.E.W.A. is one of the several na 
tional groups sponsoring the National 
karm Electrification Conference held 
at Chicago this month, To be unfolded 
at that conference will be the tremen 
dous sales opportunities ahead for elec 
trical service, and products for farms, 
and farm homes. Much more will be 
heard from that quarter and the elec- 
trical wholesaler and appliance dis 
tributor should become thoroughly in 
formed. N.E.W.A, has kept its mem 
bers advised and up to date and plans 
to be sure that they know all about the 
farm market opportunities. 

Charlie Pyle has represented 
N.E.W.A in the several meetings out 
of which this National Farm Electri 
fication Conference has materialized. 
\s one of the Conference speakers he 
will address the meeting on the sub 
ject of “Distributing, Selling, Install 
ing, Servicing and Financing Electri 
cal Products for the Farm.” N.F.W.A, 
also has two members on the Confer- 


ence Program Committee, namely, L. 
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W. Taylor and John T. Urban. 
Through their own experiences in 
Graybar Electric Company, Inc. and 
Westinghouse Electric Supply Com- 
pany, respectively, these members ar 
well acquainted with this subject. 





N.E.W.A. PROGRAM FOR PROGRESS 


A highlight of the Asheville meet- 
ing was Charlie Pyle’s presentation to 
John L, Busey, N.E.W.A. president 
of the ““N.E.W.A., Program for Prog- 
ress.’ The program was presented in 
the form of a very attractive brochure, 
describing in detail N.E.W.A.’s his- 


tory since 1908, some of the major ac- 








complishments for the advancement 
of the industry during the last 38 
years, the association’s organization 
and methods of operation, and the 
four point program for further future 





advancement. 
The brochure is attractively laid out 


‘‘Any Ole Brand”’ of signaling devices may be good enough today, and illustrated. Mr. Pyle and Mr. 
but you'll weather the storms better with the dependable Auth line. | Busey asserted that every one of the 

; . . ' | more than 900 N.E.W.A. members 
Auth's quality, unchallenged since 1892, protects your business by will read it with profit and with con- 
bringing customers back again, with no troublesome complaints. | siderable pride too in the realization 
Users of Auth devices find them easy to install and wire. Attractive | that they, after all, really are 


N.E.W.A. and that ‘“N.E.W.A.'s 
Program For Progress”’ is actually the 
story of their progress. 


appearance and tone give extra satisfaction. 


You won't be adrift on the big jobs—such as apartment, hospital, _ Plans sve wader way, it was te- 
school, office and commercial signaling and intercom phone systems ported, to supply copies of this bro- 
—if you look to Auth first. That's because Auth are specialists in chure to interested non-members and 

: , , ‘ ‘ ‘ | to officials at Washington since dis- 
these jobs and can supply you quickly with the best in ee | tribution is so much in the forefront 
and equipment for the whole system. Get better acquainted with | of today’s economic thinking. 
the Auth representative near you now, and get ready for the big | “N.E.W.A. Program For Progress” 





serves to show clearly the importance 
of electrical wholesalers and appliance 


PO a ee a distributors and their national associa- 
. died nnd a P tion today as factors in correctly solv- 


A line of fast-moving shelf items such as bells, ing problems in mass distribution. 
buzzers, specialty chimes, push-buttons, horns, 


jobs on the drawing boards. 








COMPLETE and apartment mail boxes. For special jobs, 
LINE you'll find everything you need in your Auth 
. binder—intercom phones; apartment systems; 
ONE CATALOG _ nurses’ call, doctors’ paging and other hospital 
systems; program clock systems for schools and (Continued from page 55) 
industry; fire and bank alarm systems; annun- 
ciators; marine signals; and countless specialty N.E.M.A. 4 This is one of the most “get 
items. | at-able” markets because of the large num 


ber of established organizations and chan- 
AUTH !1§ SOLD ONLY THROUGH WHOLESALERS nels that influence the farm people. 
Farmers have the money to buy these prod 
ucts and services. 6 Our industry can help 


. 1-N | solve farm production and economic prob- 

lems while securing a tremendous ami 
A U T H E L E C T 4 | C . '@) M PA N ¥ | N a . of “ame ae ple mendous amount 
ATO’. “Go All Electric — The Modern Way, 





34-20 45th STREET 7 \, LONG ISLAND CITY 1,N. Y. 
was the title of an address by W. J. Cash- 


elit tai. Principal Cities man, chairman of the Planning Subcom- 
mittee of the Rural and Suburban Market 





SINCE 1892 
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Development Committee and Director ot 
Promotion and Publicity, Landers, Frary 
& Clark. 

Mr. Cashman emphasized that the elec- 
trical industry must recognize and combat 
the severe competition offered it by the 
liquid petroleum fuels industry. 

R. M. Oliver addressed the delegates on 
the subject, “Wire Ahead For Electrical 
told the 
We accept but do not participate in our 
Wire is the 


common denominator that ties the electri- 


Living.” Mr. Oliver assembly, 


adequate wiring program. 
cal industry together.” 

Mr. Oliver urged the manufacturers to 
sell the benefits of electrical living and the 
idequate wiring to make it possible. “Its 
a billion dollar annual market for wiring 
devices alone if a need for adequate wiring 


is properly sold,” Mr. Oliver said. 


MacDonald Addresses Luncheon 


During the annual luncheon those at 
tending heard N. J. MacDonald, chairman 
f the General Sales Promotion Committee 
and vice president, The Thomas & Betts 
Co., outline a plan to build “an almost 
endless highway of demand for electrical 
living.” 

Four men were honored during the 


Edward C, 
manager of the lighting division, Westing- 


luncheon. Iluerkamp, sales 


house Electric Corp., awarded the 

James H. McGraw Award Manufacturers 

Medal for 1946. 
R. L. White, 


N.E.M.A., presented 50 year gold certi- 


was 


retiring president of 
ticates to the following three members who 
have completed a half century of service 
to the electrical industry: W. J. Grady, 
chairman of the board, Faries Manufac- 
turing Co.; P. C. Turk, executive assistant 
engineer, General Electric Co.; R. J. Rus- 
sell, vice president and secretary, Century 
Electric Company. 


RMA Says Decontrol Does 
Not Mean Higher Prices 


WASHINGTON — Following the OPA 
announcement that price controls on radio 
sets were lifted, R. C. Cosgrove, president 
of the Radio Manufacturers 
issued the following statement 

‘The Radio Manufacturers Association is 
yratified to learn that its efforts to free the 


Association, 


radio industry from postwar price controls 
have met with success and that the Ofhce 
of Price Administration agrees that radio 
production has reached the stage where 
irtificial 
necessary. 

‘The OPA 


beneficial to the public as well as to the 


government restrictions are un 


elimination of controls is 
industry and more radio sets will now be 
available. Also the public can be assured 


that the lifting of price controls from radio 


MANY TYPES OF MICROPHONES 
NOW ADAPTABLE TO THE NEW 


CANNON ELECTRIC TYPE “XL” 
CONNECTOR | 








XL-3-12 ond XL-3-11 Plugs 
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For users of microphones in broadcasting stations, public address and general calf 


systems, Cannon Electric has developed three new adapters for a variety of popular 
microphones. These adapters make it possible to install easily and quickly the 


Cannon Electric Type "XL" receptacle in the mike base for connection with the 
XL-3-11 Plug. A few of the popular types are shown above. 


“XL” Connectors assure users many new features in a compact, small, light- 
weight fitting. The latchlock latches and locks the plug when engaged. Other 
desirable features are (1) polarizing key, (2) streamlined shell design, (4) threads 


for insert retaining screw tapped in metal barrel, (4) tapered rubber, cable 


grip 


bushing and strain relief spring, and (5) provision for grounding contact. 


“XL” Connectors are moderately priced, ranging from $1.00 to $1.25 


Prices of adapters upon request. 


CANNON 
ELECTRIC 


DEVELOPMENT COMPANY 


3209 Humboldt St., Los Angeles 31, Calif. 


IN CANADA (and British Empire export) 
CANNON ELECTRIC COMPANY, Ltd. TORONTO 






list. 


Further information on the plug and four re 
ceptacle designs will be mailed upon request 
Ask for the new XL-246 Bulletin, or contact 
your local jobber. Address Dept. K-362, Can- 
non Electric Development Co., 3209 Hum- 
boldt St., Los Angeles 31, Calif. Export office 
for world area, excepting Britain and posses 
sions, Frazar and Hansen, 301 Clay Screet, 
San Francisco 


SINCE 1915 







CANNON 
ELECTRIC 
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|__BURGESS BATTERIES-_____ ¥_ 





1 these FREE ORDER-GETTERS 


to work for you! 


YOUR CUSTOMERS—a good percentage of them — need 
flashlight batteries right now. Others will need them next 
week or next month. 


If you remind them, you get the order. And the Burgess 
Order-Getter card is the easy, sure way to do it! 

It’s part of the Burgess “Order-Matic” Plan—a tested sure- 
fire sales booster! You automatically send out so many cards 
to your customers each week or month —and they come 
right back to you—ordermatically! Send coupon today. 


DISPLAY PACKING, free dealer helps, 
steady national advertising! BURGESS 
flashlight batteries have everything... 
for your dealers... for you! 








Burgess Battery Company, Freeport, Illinois 


Gentlemen: 


Send us flashlight battery order cards for our dealer mail. Imprint our Name and Address. 


DISTRIBUTOR 


ADDRESS -_ 





sets will not result in any general increase 
of prices to the consumer. Instead the in- 
dustry can now resume its normal, highly 
competitive prewar practices under which 
radio prices steadily were reduced with 
quality improved. 

“The radio industry came out of the war 
enormously expanded and is in a far better 
position than before the war to produce 
more and better radios at minimum, com 
petitive costs. Before the war radios offered 
the best and cheapest public entertainment 
on a mass scale, and the radio industry 
today is prepared to carry on in this tra 


dition,.’” 


MeGraw Contractors Medal 
Awarded to George Andrae 
ATLANTIC CITY, N. J. — Georg: 


Andrae, president of Herman Andrae Elec 
trical Company, Milwaukee, Wisconsin, 
was awarded the James H. McGraw 
Award Contractors Medal for 1946 at a 


banquet recently held in Atlantic City dur 





ADR Ty 


George Andrae (right) receives award 


from S. B. Williams. 


ing the annual meeting of the National 
Electrical Contractors Association. S. B. 
Williams, editor of Electrical World and 
secretary of the Committee of Awards made 
the presentation. 

Mr. Andrae received the award in rec 
ognition of his constructive contribution, 
as chairman of the Codes and Standards 
Committee of the National Electrical Con 
tractors Association, to the reduction of 
waste through advocacy of product simpli 
fication and to improved standards through 
counsel in National Electrical Code revi 
sions and interpretations. 

he panel of judges who recommended 
Mr. Andrae for this honor consisted of 
Allan B. Coggeshall, Hatzel & Buehler, 
Inc., New York; Theodore H. Joseph, 
E-J Electric Installation Co., New York; 
Louis Kalischer, Inc., Brooklyn, New York; 
George H. McKee, Inc., Mount Vernon, 
N. Y. and Samuel B. Williams, editor, 
Electrical World. 


I wenty-one years ago James H. McGraw, 
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BOWLING LEAGUE — Committee in 
charge of bowling activities for the re- 
cently formed electrical wholesalers bowl- 
ing league in Chicago are: Left to right, 
Dave Dobkin, Dobkins Electrical Supply 
Co.; — West, Commercial Metal Prod- | 
ucts Co.; Reg Renauld, Harvey Hubbell, 
Inc.; A a Hirshman, Illuminating Electric 
Co | 


wide ©, 
. Ass” 
~ 





founder of the Me¢ 
Company, Inc., 


sraw-Hill Publishing 


established a series of four 
awards to encourage constructive thinking 
for the advancement of the electrical in- 


These 


a bronze medal and a purse of one hundred 


dustry awards, consisting each of 
dollars, are given for personal contributions 
of merit in the manufacturing, contracting 
and wholesaling branches of the electrical 
industry and for 


cooperation within the 


industry. 


Wiring Material Added 
To CPA Priority List 


WASHING TON-—In another of the ser 
ies of actions to speed up veterans’ housing 
construction the Civilian Production Ad- | 
ministration and Office of the Housing Ex- | 
pediter recently issued a joint announce- 
ment giving builders priority assistance in | 
obtaining six more groups of materials, 

Under the new order, authorized builders | 


TYPE RLJFJ 
THREE CONDUCTOR 





Also all standard types of 
metallic Parkway cables, 
o |. P. C. E. A. specs. Spe 
cial cables to customer's 


specifications 








WALTER B. 
announced his retirement as president of 
the Micro Switch Division, First Indus- 


SCHULTE, left, recently 


lf 






trial Corp., Freeport, Ill. Mr. Schulte will 
he succeeded hy William W. Gilmore, 
right, who has heen associated with the | 
company since 1941. 
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No other protection required except at 
points of extreme mechanical hazard. 
Being well protected from ordinary me- 
chanical injury and easy to install, they 
provide an economical, permanent un- 


derground system. 


These cables are widely used for 
street lighting circuits, railroad yard 
lighting and signal systems, airport 
power and lighting circuits and in in- 


dustrial plants and mines. 


CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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= or install them— 





GEDNEY 
FITTINGS 





are a profitable line! 


The features that make contractors call for 
GEDNEY Fittings are the same ones that mean 
extra profits for the wholesaler who stocks 
them. It’s simple—wiring men prefer one brand 
of fittings to another because they believe one 
is superior. They know that GEDNEY fittings 


give them— 


%& PRACTICAL DESIGN, COMPLETE LINE 

%& MADE OF HIGH GRADE MALLEABLE IRON 
% SMOOTH, RUST-PROOF FINISH 

Ww EVERY ITEM CAREFULLY INSPECTED 

% EASY-TO-SPOT PACKAGING 


These things mean more money to the elec- 
trician because they result in better jobs and 
jobs done fast! They will mean more money 
to the wholesaler because he stocks the fittings 
his customers want. GEDNEY Fittings sell be- 
cause GEDNEY FITTINGS FIT! 


SOLD THROUGH WHOLESALERS ONLY... 
-»» WRITE FOR NEW CATALOG! 


GEDNEY ELECTRIC Co. 


FOUNDRY, FACTORY & SHIPPING POINT: TERRYVILLE, CONN. 


RKO BLDG., RADIO CITY, NEW YORK 20, N.Y. 
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VICHAEL LEONARD, present owner 0 
the Tri-Counties Electric Supply Co 
Santa Barbara, Calif., bought out th 
former owners about five years ago. Thy 
company is doing a substantial business 1» 
Santa Barbara and territory immediatel 
adjacent, roughly a hundred miles tron 
Los Angeles. 





and contractors will be able to use HH op: 
ority ratings to obtain certain types 
electrical service entrance equipment, fur 
nace pipes, fittings and ducts, copper tu! 
ing fittings, building papers and sheathing 
papers, copper sheet and galvanized ste: 
sheet. 

Included under electrical wirinz ma 
terials were the following kinds of servi 
entrance equipment; fuse cut-outs, mett 
pans, panel boards and service switches 

In another recent action the CPA tight 
ened its measures to conserve materials to 
the Veterans’ Emergency Housing Progran 
by amending the Veterans’ Housing Pro 
gram Order 1 and Supplements 3 and 4t 
that order. 

The $15,000 “small job allowance pr 
vision for work on industrial, utility an 
transportation buildings was amended t 
restrict this allowance to buildings havin: 
a floor area of 10,000 square feet oc mor 
Smaller buildings of these kinds now hav 
a $1,000 small job allowance under tl 
amendments. 

The change in the small job allowan¢ 
for certain industrial structures was m 
by an amendment to Supplement 
Order VIIP-1, The small job allowans 
$400 per job for a house, $1,000 per job t 
a store, $15,000 per job for a factory a 
$200 per job for billboard or tourist cab 
—were intended to make it unnecessary t 
owners to apply for permission und 
Order VHP-1 to do comparatively mit 
alteration or repair jobs on their building 
CPA said. While the $15,000 small 


allowance still is considered appropr 
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for a large factory, experience has shown 
that in the case of small buildings, the 
$15,000 constituted a complete exemption 
rather than a small 
outine alteration jobs. 

The placing of additional construction 


job allowance for 


inder control of the order was found neces- 
sary because substantial amounts of scarce 
materials were being used in exempted 
onstruction. Cement, which was not gen- 
rally scarce at the time Order VHP-1 was 
ssued, has now become so scarce in many 
localities that it is holding up residential 


construction. 


Wholesalers Appointed 
To I.E.S. Seattle Board 


SEATTLE—Following its first fall meet- 
ing held in Seattle, the Washington State 
Chapter of the Illuminating Engineering 
Society announced that Elmer H. Smith, 
Westinghouse Electric Supply Company 
and Chester W. Hills, City Electric Fixture 
Company, were elected to the board of 
managers for the chapter. F. A. Anderson, 
Westinghouse Electric Co. was the third 
member elected to the board. 

Other officers and committee chairmen 
elected were: B. T. Heinz, Silvray Light- 
ing, Inc., chairman of the Society Chapter; 
K. E. Hollingsworth, Puget Sound Power 
& Light Co., secretary-treasurer; Beverly 
A. Travis, activities committee; W. D. 
Williams, attendance committee; B. A. 
Travis, data sheet; Paul Davis, education; 
Mrs. Edith Rauch, home lighting; W. H. 
Creech, membership; E. C. Branch, pro- 





J.-E. GREGORY, general manager of The 
Radix Wire Co., Cleveland, Ohio, manufac- 
turer of asbestos insulated wire, has been 
elected vice president and general manager 
at a recent meeting of the board of direc- 
tors of the company. 








Fis sad fellow is Thomas Toast. Once 
he was a happy healthy piece of bread. 
“Tasty Tom” they called him. But like 
many others of his kind he was lured to 
ruin by Mr. Smith’s toaster. 


“Never darken my door again,” cried 
Mr. Smith. “/ wanted a golden delec- 
table piece of toast and you are... 
ugh! .. . burnt!” 


"Look at me,” sighed Thomas. “All 
burned up! And so young, too!” 


a 


“No! No! Thomas... not that!” cried 


the Proctor Color Guard galloping up 
in the nick of time. 


PROCTO 


PROCTOR ELECTRIC COMPANY. 
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PHILADELPHIA 40, 


Proctor Presents 


SAYED BY THE 
COLOR GUARD 


. 
. 


“7 


| 


“You are not to blame, 

my boy,” explained the 
Color Guard. “You were merely two- 
timed by anirresponsible, old-fashioned 
toaster that couldn’t tell dry bread from 
moist bread. It could happen to any 
piece of toast...except in a new Proctor! 
That’s where /’m on guard to see that 
every slice of bread gets to be a suc- 
cessful, perfectly-done piece of toast.” 


DEALERS: “ 


REVENT this tr 
agedy...sel] y 
| Pesemes Ea 
i€€ automatic a wae gs 
| with the Color Suan Toaster 
The Color G 
of th 


ee 
} ee 


uard is a new kind 


Ven warms 


| 

i 

. oast te 

| ture without burning dia 
i ~ “ 


—. 


For fi > infor 

further information, watch 
Color Guard 
soon. 


~ | 


for the P, 
ree octor 


. Coming 


- 
. s 
. » 

. 


PRICE ONLY 


5] 6*° 
OPA ceiling 
Fed. Excise 


NWEWS/ATAKER Tax Included 


IN APPLIANCE MERCHANDISING 
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TYPE P-150 


large reserve of 
heat attheright 
temperature 
forsustained 
production. 


_tagged for the big jobs! / 


HEXACON. 
ELECTRIC 
SOLDERING 





m™ Important news to 


WHOLESALERS 


HEXACON soldering irons ar> a profitable ling 
for the distributor, dealer and user because it 
represents one of the most complete lines available 
today. It is backed ky famous users throughout the 
world, and an aggressive hard-hitting sales promo- 
production tion campaign is telling the story to a quarter of o 
provides a million key men in industry each month. 
HEXACON for the complete line — sizes 
ranging from 40 to 700 watts, with tip diameters from 


we 


4“ to 1%". All are designed for long life and rapid, 


Remember 


economical production. 


HEXACON ELECTRIC CO. 


146 W. CLAY AVENUE, ROSELLE PARK, N. J. 


HEXAGON 


LONG-LASTING 


4 


VY 
HIGH-QUALITY, SOLDERING IRONS 
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grams and papers; Ted Birchard, pub 
licity; delegate to the Puget Sound Counci 
of Engineering & Technical Societies, B. A 
Travis; alternates, Paul Marble and Elme: 
H. Smith; sustaining membership, C. 7 
Bakeman. 

Henr\ 


L. Logan, nationally recognized authorit) 


The meeting was addressed by 


in the science of lighting. Mr. Logan’s sub 


ject was, “Light for Living.” 


National Distribution 
Council Lists Objectives 
WASHINGTON, D. C.—The 


Distribution Council met here recently for 


Nationa 


its first session since the group was organ 
ized by the Department of Commerce. ‘The 
first meeting was devoted to a discussio 
of America’s distributive system and set 
ting up certain objectives for the counci 

In a statement issued after the first meet 
ing the Department of Commerce pointe: 
out that America is a nation of mass pro 
duction and that mass production depends 
on mass consumption. The mechanism o 
distribution must be so efhcient, so up t 
date and so responsive to the needs of th 
country that it will at all times enable ou: 
genius for mass production to result in 
high and sustained level of mass con 
sumption. 

lo this end, the Department of Com 
merce said, business and government must 
cooperate to make sure that all parts of ou: 
distribution are 


this 


system of fully adequate 


to the demands of postwar era. Ws 
need a system of distribution that is smoot} 
working, flexible and fully adapted to moy 
ing goods from the man who produces then 
to the man who can use them. 

All the techniques of distribution need 
to be studied, from the process of getting 
goods from producer to consumer down t 


the means by which public desire for goods 





SALESMEN of the Electri 
Company's Northwest district recently at 
tended a two-day Hotpoint sales confer 


ence at Seattle, Wash. The program was 


Graybar 


training and refresher course for new an 
experienced personnel. 


194¢ 





EXECUTIVES AND SALES personnel 
of the Taylor Wholesale Electric Co., 
Inglewood, Calif. crpear hizshly pleased 
with the firm’s new headquarters; left to 
right, S. A. Taylor, W. Coffin, R. L. Simms, 
C. 4. Walton, J. Liss, B. G. Liss, L. Y. 
Liss, L. C. Rosenhere. 





and services is translated into effective 
demand for goods and services, This means 
that money spent on distribution, if the 
distributive system is properly conceived 
ind organized, makes a direct contribution 
to the desired goal of more goods, sold to 
more people, at lower prices. 

In a statement regarding its purpose and 
ictivities, the National Distribution ¢ 
cil declared that, Lhe funct 
Council is to stimulate American business 
» use every practical means whereby 
America’s ability to distribut 
sume the products of 
mines and factories can 
\merica’s enormously increased capacity 
to produce. The National Distribution 
Council represents a voluntary, joint effort 
on the part of business and Government to 
implement the kind of sales, advertising 
ind other programs which wil 
sumption in balance with o 
production 

In order to carry out the above the Na 
tional Distribution Council will undertake 
the following program, (1 Po stimulate 
the gathering, creation and in particular, 
the wider circulation of factual information 
about what distribution is, how it functions 
ind the service contribution which it makes 
to our American wavy of living. (2) To 
improve the “know-how” of distribution 
by collecting, tabulating and particularl, 
by giving wider circulation to authorita 
tive data on: Selection, training and super 
vision of distribution personnel; planning 
sales programs including sales promo 
tion and advertising; Reduction of distri 
bution wastes and malpractices where the, 
exist; Opening of new markets and_ the 


xpansion of old markets; methods for 


measuring distribution efhciency; statistics 
mn distribution, population, production, 
onsumption and markets. 
Other objectives of the council will be: 
3) To set up universal definitions for the 


terms commonly used in the field of distri- 





Finished in permanent 
porcelain enamel. 














Take Stock of Your 
STOCK ROOM LIGHTING 


You can’t have efficient stock room 
service without efficient illumina- 
tion! If you're using ordinary fix- 
tures, you'll be amazed at th. 
improvement the Stocklite makes. 
Designed specitically tor this 
purpose, the Goodrich Stockitte 
provides uniform illumination <« 
shelves from top to bottom row. 
Glare in the aisles is eliminated 
by the curved V-shaped reflecting 
surfaces which direct light 
to the sides, building up 
intensities in bin interiors. 


Comtortable vision every- 


where in the aisle expedites order- 
filling, iainimizes errors, makes 
workers more cfficient. 


no -he lon’ run, correct stock 


room i.lumination costs less, s¢ 


why not have it? Get all the tacts 


about th: Goodrich Stocklite. 


WRITE FOR THIS BULLETIN, 
Full particulars about 
correct stock YOOmM light 
ing ave available in this 
inferesting 
tllustrated 
hooklet. Write 
for your copy 
today. RY; for 


Bulletin 91. 


Soid Lhrough Electrical Wholesalers 


jar 


4600 BELLE PLAINE AVENUE, CHICAGO 4], ILLINOIS 
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Klein-Kord Safety Straps, developed more 
than ten years ago, are today used ex 
clusively by many of the country’s largest 


public utilities. 


Multiple plies of long staple cotton of a 
special weave are vulcanized in rubber. 
This weave permits the use of a tongue- 
type buckle without risk of slipping or 
ripping, even under severe tension and 
excessive loads. The red center provides 
a warning signal. The strap is safe for 
use until worn down to the center ply— 
“Stop when you see red.” 

Klein-Kord is extremely tough, flexible, 
and of uniform thickness and strength. It 
has a low conductivity, will not stretch, 
and is unaffected by moisture. 

An improved Tool Belt of Klein-Kord 
is also available. This belt has found favor 


with linemen, and offers the quality fea- 





tures that have made Klein Belts the choice 


of linemen for generations. 


Klein-Kord is an exclusive Klein de- 
velopment available only on equipment 


carrying the Klein trade-mark. 


Foreign Distributor: 


International Standard Electric Corp., New York 


Since 1857 


No. 5233 


Write for folder giving information 
on Klein-Kord belts and safety straps. 


= LEIN & Sons 


3200 BELMONT AVENUE, CHICAGO 18, ILLINOIS 


BERT OPPENHEIM, Palco Distributin 
Co., South Bend, Ind. was winner of firs 
prise in Sun-Kraft's summer sales contes 
to boost the sale of Sun-Kraft ultraviol 
ray lamps during the warm months. Firs 
prize was $500 and a Sun-Kraft lamp. 





¢ 4 
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bution, (4) Lo point out the advantages 
distribution as a career, with special atte: 
tion to war veterans, in order to attra 
the highest calibre of personnel to all phas: 
of distribution. (5) To assure the free flo 
of distribution through the channels 

trade, in both domestic and foreign con 
merce, by both large and small busines 
(6) To reduce duplicate 
effort between the 


and overlappin 
various organizatior 
dealing with one or more phases of distri 
bution. (7) ‘To cooperate with educationa 
institutions, organizations and leaders o 
all types to improve general and specifi 
understanding about distribution. (8) 71 
cooperate with all types of media, such a 
magazines, newspapers, radio, busines 
papers, farm publications, motion pictur 
outdoor advertising, textbooks, etc., in dis 
seminating information about distributio: 

To advise and counsel with the Secré 
tary of Commerce and other Government 
officials on matters pertaining or related 
to the field of distribution. (10) To carr 
out such other objectives as may from tim: 


to time be approved by the Council 


WESCO-Chicago District 

Announces Staff Changes 
CHICAGO—Westinghouse Electric Sup 

ply Company's district headquarters in thi 


J. Schmidt 


who has been district apparatus and supp! 


city recently announced that F. 


manager for the past 15 years, has retire: 
and was succeeded by B. H. Boatner. 
Mr. Boatner was a major in the Signa 


Corps during the war installing electric 


1946 


. 


_—, 































eq t and radar on ships. Atter his 
discharge trom the Army he was trans 
terred trom Wesco’s Atlanta, Ceorgia othce ‘ 
to tl hieago district as assistant appara FULLMAN 
| 
tu ¢ supply manage 
Vnother recent change announced by the 
Chicage othee was the appointment of T 
hkimer Gegenworth to the position of dis 4 R oO D U Cc 
trict purchasing manager. Vhis position ° 
Was cette vacant when Cliff Foss, former — | 
district purchasing manager resigned from . 
the OM P ars fo yon the Creore Butler = WIRING SPECIALTIES 
: : Company, Chicago. Mr. Gevenworth @. : 
‘ 
. | started in the electrical business with the 
. | 


td Lilinois Eleetric Company and was 


i transterred to Wesco when the latter pur 
Fy chas the Hlinois Electric Company in 








Preferred Throughout the Industry ! 


Because of their high quality, ready adaptability, 














. . we il 
ease of installation and sure performance ‘Latrobe 
in ° 
“a Products have won widespread approval for all 
st 6h hp ——s - industrial, commercial and residential jobs. 
A Popp New President Of 
Pierce Renewable Fuses 
lowing a recent meeting of its Board 
rectors, Pierce Renewable Fuses, Ine 
— wed that Louis R. Popp, tormerly 
we president and general manager, has 
i een elected president and general managet 
| the companys 
| Mr. Popp joined Pierce Renewable Fuses 
' is a cost clerk after completing his edu 
itn n Buttalo, N 0 yu gy his 
7 — ’ ee York. During hi No. 284 Nozzle 
ars with Pierce Renewable Fuses Mz No. 470 “Latrobe” with Me. 300 Goeer Slate 
Popp has held positions as head bookkeeper, Pipe or Conduit Hanger 
Duplex Receptacle Nozzle. Fur 
n thee manager, purchasing agent and plant : * 
bor hanging pipe or conduit nished with '%5” of 34” Bras 
perintendent i”, i," and 1” to steel beams pipe extension Neat and prac 
il In 1931 he was made treasurer of the up to 3%” thick Can be in tical 
Ol Oompany and five vears later, vice presi stalled quickly 
tr lent and general managet 
na \s a leading executive, Mr. Popp has 
emonstrated that a good production man 
if in also make a good advertising man and 
I iles manager. The trade character, Archie, 
' sind in most Pierce Renewable Fuse ad 
Mes ertising, was created at Mr. Popp’s sug Keystone Fish Wire 
re R Made of high quality flat steel 
2. wire Fempered exactly right. 
. len sizes 
“ No. 150 Box 
_ No. 207 Nozzle 
el 
Adjustable watertight box for 
x installation in concrete or wood 
ra finished concrete floors. Under 
im writers approved. 
“Bull Dog" Insulator y 
Supports 
i “Bull Dog” ; il 
- B X Cable Staples lamps of high tensile strength 
‘ for tastening porcelain or glass 
High quality staples in any quan- insulators to exposed steel frame- 
uP tity. Cartons, kegs or barrels. work. Four sizes. 
thi 
dt ouis R. Popp is presented with a gift in 


: ecogmstion of 20 years service with the 
‘i mpany. Left to right: D. O. Granger, U [ [ M A N M A N U FA C if U Me | N G C @) 

i en. sales mer.; Louis R. Popp, pres.; M. ° 
rothy Popp, secy. and treas.; Arthur M. 


ns oth, see jas Wie tennek Ie. | LATROBE . . . PENNSYLVANIA 


ic airman of the board. 
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1512 S. Pulaski Road 
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Talk-A-Phone 














It's The 
Prize Package 
In Inter-Communication 


And just what do you find neatly and securely 
packed in a carton that bears the well known 


Talk-A-Phone name? Let's take a peek and see. 


You find a complete Talk-A-Phone unit... ready 
to forward to your trade... ready to install... 


you merely ship, that's all! 


You find a Talk-A-Phone unit that will be prized 
by the user for its rare beauty of design and fin- 
ish . . . its many engineering refinements that 
assure unexcelled efficiency, convenience and 


economy of operation. 


You find highly perfected inter-communicction 
that is distributed exclusively through the job- 
bing trade. 


And if you stock Talk-A-Phone, you'll find that 
the world’s most complete and extensively ad- 
vertised line of inter-communication takes the 


prize for building profitable business and en- 


during prestige. 


Write today for com- 
plete details and job- 
ber’s discounts. Address 
Dept. IA. 


Talk-A-Phone Co. 


Chicago 23, I1l. 
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National Radio Week 
To Be Held Nov. 24-30 


The first observance of National Radi 
Week since the war in which postwar radi: 
sets will be on sale will be held this yea 
from Novy. 24 to 30 inclusive. 

Many radio set manufacturers will hay 
new fall receivers ready for display by th: 
30,000 radio dealers expected to participat: 
in radio week. In many areas new AM-FM 
sets, now in production, will be on exhibit 
Television receivers will be shown in 
few cities where television stations are nov 
operating. 

Radio set production is currently runnin, 
well ahead of that of 1941, the last fu 
prewar vear, and is expected by set mam 
facturers to reach its 1946 peak befor: 
National Radio Week. While productio 
during the first half of the year was pr: 
dominately of table model types, the out 
put of consoles and radio-phonograph con 
binations is rising steadily as more wor 
cabinets become available. 

Posters calling attention to the showin, 

new fall sets and urging listeners to tu 
in on new fall radio programs are no 
heing prepared bv the RMA advertising 
committee and will be put in the hands 

f all radio dealers for window and show 
room displays. 

For the first time, National Radio Week 
will have the active support of organize: 
retail trade organizations such as_ the 
National Retail Furniture Assn., the Na 
tional Retail Drv Gsoods Assn., the Nationa 








ALBERT T. BERGERON has been ap- 
pointed sales manager for the Illuminatin: 
Division of The Miller Company, Meriden, 
Conn. Mr. Bergeron fills a vacancy caused 
by the death of Arthur Miller, vice presi- 
dent in charge of sales. Mr. Bergeron has 
been associated with The Miller Compan, 
for 21 years. 
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WOE BROTHERS Mfe. Co. of Fort At- 
sinson, Wisc. recently announced the ap- 
pointment of Orville E. Ransom as its 
West Coast representative. Prior to join- 
ng the company, Mr. Ransom was a flight 
nstructor in the U. S. Navy Air Corps. 





Music Merchants Assn., and the National 
Electrical Retailers Association. 
Following the pattern set last year, many 
idio retailers will tie-in with local broad- 
isting stations in joint programs and 
ects during Radio Week. Last year 
RMA, with the cooperation of NAB and 
idio dealers, presented plaques to every 
radio broadcasting station in the United 
States, in recognition of radio's twenty-five 


irs of public service. 


Former Wesco Manager 
Opens Own Business 
|ACKSONVILLE, FLA. — Robert P. 


Smith, former Florida manager of the 


Westinghouse Electric Supply Company, 
ntly announced that he had established 
business. 


304 Roberts 


s own manufacturers agencs 
Mr. Smith has his offices at 
Building, Jacksonville, Florida 

Prior to establishing his own concern, 
\ir. Smith was connected with the West 

ghouse Electric Supply Corp. for over 


ventyv vears 


Noma Electric Announces 
New Type Xmas Tree Light 
NEW YORK, N. Y.—A new 
tree light that presents a bubbling 


type Christ 


tion in a glass “candle” and at the same 
emits a colorful illumination was re 
introduced by the Noma Electric 
poration, 
lhe new product which has been called, 


bble-Lite,” consists of a set of nine 





How to 


SELL MORE 


Poultry 


time Swi tches 


better than any other switch 


1 The new PS-30 provides 


. . . both morning and evening 
poultry house lighting with dim- 
ming period for roosting. Lighting 
stimulates hormones, increasing 
egg production without increasing 
feed consumption when egg 


prices are highest. 


The PS-30 provides uniform work 
day throughout winter and sum- 


2 


mer... plus week-end leisure for 


owner and family group 


Poultry Time Switch. 






Telechron Motored. Lowest priced complete 


i) Wy 


Stock the 


Paragon 
PS-30 
and “talk” 


these 
Unbeaten 


Features 


"thon 


Write for sales aids. Paragon designs and manufactures Time Controls for every need 


PARAGON ELECTRIC COMPANY 
1630 TWELFTH STREET 
TWO RIVERS, 
WISCONSIN 


BUILDERS OF ELECTRICAL EQUIPMENT 


Vorember. 1946 — ELECTRICAL WHOLESALING 


Parag 





0) | SAA ee 


WISCONSIN 
SINCE 1905 


113 























Pere. | | oF Bee 


AISLE-STOCK 
Reflectors 


This type of reflector fully meets 
the need of illuminating shelv- 
ing. bins, or stacks of cartons 
piled on either side of narrow 
aisles. It does this important job 
because of its unique and prac- 
tical design. Scientifically ar- 
ranged reflecting surfaces make 
it possible for light to reach from 
upper tiers of shelving to floor 
level. There is effective eye 
shielding too. It is accomplished 
because of a lower light cut-off 
angle at each end of the reflector. 
Suggest this reflector wherever 
you have a stock room lighting 
installation. Get all the details 


from us now! 


QUADRANGLE MFG. 


CHICAGO 


HAS THE Wledert ANSWER TO 
STOCK ROOM LIGHTING 
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BREAKFAST SESSION—Chef Bill How. 
ell, Kansas City district manager for Pro 
tor Electric Co. found he really had some. 
thing when he held an 8 a.m. breakfas: 
meeting for retailers and distributors. Fo 
toasters were kept busy supplying toast ! 
the guests who came to hear the compan, 


story on appliances, distribution ay 


service. 





units, each light unit featuring the Nor 
snap-on clip for easy and quick decorating 
The individual lights can be used in a 
series 15-volt Christmas tree lig 
socket. 

The “Bubble-Lite”’ 


shaped three inch glass tube set in a tw 


tvpe 
consists of a cand 


toned translucent plastic base, which 
turn houses a low-wattage bulb. This sm 
bulb 


base as well as generate sufficient heat 


serves to light up the ornament 


whirl the gavlv-colored fluid in the glas- 


tube upward in a continually bubbli 
spiral. 

The base is composed of two different 
colored pieces of cellulose acetate cement 
together and selected from the tints 1 


blue, vellow, orange and green. 


Phil. Electrical Assn. 
Holds Dealer Dinner 


PHILADELPHIA 


and their wives, together with represent 


Over 
tives of local distributing organizations 
recently attended a dealer dinner held 
the Electrical Association of Philadelphia 
in the ballroom of the Broadwood Hotel 
this city. 

H. B. Bryans, president of the Electric 
Association, and executive vice president 
Philadelphia Electric Company, presided 
and, following the dinner, voiced a war! 
welcome to those present. 

Mr. Bryans expressed an optimistic vit 
of the future, stating that the electri 
industry in the vears to come would p 
duce more and sell more than at any tin 
in its history. He also said that the electrica 
dealer had an important part to play anc 
was preparing himself for the skilled selling 
methods that will be an essential in t! 
keenly competitive days ahead. 

Arthur Rosen, past chairman and a m: 
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ber of the executive committee of the Retail 
Appliance Dealers division of the associa- 
tion, spoke in the place of L. M. Winston, 
chairman of the dealer group who could 
not attend. 

Mr. Rosen told of the value of the organ- 
ization and congratulated the dealers on 
the rapidly growing strength of their group, 
which had reorganized last year. He em- 
phasized the importance to the electrical 
industry of harmonious cooperation among 
its various branches. 

John A. Morrison, managing director of 
the association, congratulated the appliance 
dealers upon the tremendous turnout for the 
occasion and in his brief remarks com- 
mented on two matters of current interest 
to the dealers. First, he directed attention 
to the cooperative promotional plan worked 
out between the association and local and 
suburban financial institutions. Second, he 
reminded the dealers of the importance of 
modern wiring in their future sales. 

George E. Whitwell, vice president in 
charge of sales, Philadelphia Electric Com- 
pany praised the splendid production rec- 
ord of electrical manufacturers, which in 
many Cases is now equalling the high mark 
set in pre-war years. He also called atten- 
tion to the distributors in connection with 
the splendid job that they, too, were doing 


in these difficult times. 


New Lightweight Wire 
Used In B-36 Bomber 


The new Consolidated Vultee B-36, huge 
bombing plane, which was recently intro- 
duced at Fort Worth, Texas, has a saving 
of 200 pounds in weight through the use 
of a new electrical wire developed by 
United States Rubber Company. 


The wire has an aluminum conductor 








FIRST MOTOR to be built at GE’s San 
lose, Calif. plant and also the first single- 
phase Tri-Clad vertical induction motor 
(0 be built by the company is inspected at 
\chenectady headquarters by (left to right) 


r 


Harrington, mer. of induction motor 
livision; C. H. Lang, vice pres. and mgr. 
if sales, apparatus dept.; J. W. Belanger, 
isst. mgr. of sales, apparatus dept.; W. H. 
Henry, asst. mgr. of industrial divisions. 





An Amazingly Convenient New Kit of 


Wedge-Grip Connectors 





‘‘Wedge-Grip’’ 


The Connector of 
A Hundred Uses 


The Wedge-Grip is ideal 
for fixtures, junction boxes, 
service entrance, outlet 
boxes. small and large 
motors, electric ranges, etc 
Made from pure, hard 
drawn copper, with bronze 
screw having slotted hex 
head. 

Kit illustrated 55 Wedge- 
Grips (5 sizes and styles). 
Each size is in separate 
container, all assembled in 
strong, metal-edge box 


List Price 


Per Kit 


This handy kit slips into the electrician's tool 
bag, and provides the right size Sherman 
Wedge-Grip Connector for No. 18 through 
No. 2 standard wire. A marvelous time-saver 


Eliminates bothersome, slow soldered splices 


Hundreds of Master Electricians are now using 
these kits, and many wholesalers are stocking 
them. Now we are creating additional demand 
through advertising in Electrical Contracting 
Magazine and we are urging electricians to 
buy these kits from their wholesaler. 


Be prepared to supply these fast selling Kits 
to your customers. Order a stock today! 


H. B. Sherman Mfg. Co. 


Battle Creek, Michigan 


Order SheOUNGM 
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ROYAL 


CARTRIDGE and PLUG FUSES «+ FUSTATS 
TROUBLE LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. 1. 





WRITE FOR DETAILED CALALOG 


| 








and a fire-resistant insulation known as 
Neolay. More than 140,000 feet are used 
in the electrical system of the plane. 
The insulation consists of a layer of 
glass to insure circuit integrity and a fire- 
resistant synthetic rubber applied by a 
special dipping process developed bv the 


rubber company. 


S-A Manufacturing Co. 
Represented In New York 


NEW YORK—The S-A Manufacturing 
Company, Detroit, Mich., recently ap- 
pointed Lewis & Company of this city as 
agents for its line of super expansion 
anchors, 

In addition to the S-A Manufacturing 
Company, Lewis & Company represent 
Banner Hose & Rubber Co. and the A & W 


Electrical Manufacturing Company 


Three Engineers Promoted 
By Bulldog Electric Co. 


DETROIT — Bulldog Electric Products 
Company recently announced the promotion 
of three of its engineers. J. A. Herrmann 
has been appointed director of engineering; 
FE. L. Krauss is now field engineer at 
Washington, D. C.; and L. H. Lipscomb 
has been made head of the company’s 
Chicago ofhce. 

Prior to his recent promotion Mr. Herr 
mann was a field engineer for Bulldog 
Electric. During the war he served three 








ARTHUR S. MILLER was recently ap- 
pointed sales manager of the domesti 
appliance department of the Toastmaster 
Products Division, McGraw Electric Co., 
Elgin, Ill. In his new post Mr. Miller as- 
sumes the responsibility of directing the 
Western sales division in addition to the 
Eastern division which he has headed up 
since the war. 
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J. A. Herrmann 


years as chief of the electric control section 
of the War Production Board. 

Mr. Lipscomb joined Bulldog [Electric in 
1937 after almost eight vears as service 
engineer with the Kansas City Power & 
Light Co. While associated with Bulldog 
Electric he has served eight vears as Kansas 
City representative. 

Mr. Krauss served in the Navy from 
1942 to 1946. Before the war he was with 
the Potomic Electric Power Co., Washing 
ton for five years as a field engineer on 


overhead lines and general construction. 


Production Of Video Sets. 
Console Combinations Rise 
W ASHINGTON-—A sudden spurt in the 


production of television receivers was re 
corded when the Radio Manufacturers 
Association recently announced that 3,242 
units were produced in September as 
against a total of 225 for the previous eight 
months of 1946. 

At the same time the output of radio 
phonograph combination consoles, which 
heretofore has lagged while table models 
persistently exceeded the prewar rate, shot 
ahead of the September, 1941 rate when 
prewar production was at its peak. Consoles 
without phonographs, which many manu- 
facturers are discontinuing because of 
buyer’s preference for combination sets, 
continued to decline. 

The September production report, based 
on individual reports from RMA member 
companies, showed a drop in over-all pro- 
duction below the all-time record estab- 
lished in August, but this drop was due 
largely to the fact that there were two 
less working days in September, RMA 
said. 

September set production, as reported 
by RMA members, was 1,323,291 compared 
with 1,442,757 in August. 


Proportional and numerical increases in 











ENABLES FLUORESCENT 
LAMP USE ON D.C. CIRCUITS 


The Ward Leonard Fivorescent Lamp Plug-in resistor is 
a self-contained unit that permits the satisfactory use of 
fluorescent lamps on D. C. circuits. No wiring is re- 
quired. The resistor plugs into the lighting outlet. Send 
for bulletin No. 26 which describes the resistors avail- 


able and the data to aid in ordering. 


No wiring required. 
Jus* plug it in. 


RELAYS ¢ RESISTORS + RHEOSTATS 


Electric control i devices since 1892 





WARD LEONARD ELECTRIC COMPANY 
101 South Street, Mount Vernon, N. Y. 
SeFrices IN PEtHRE’Pr at Setrrtes 
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ARCHIE 
SAYS: 


4 
fits all 


STANDARD FUSES 












PIERCE 
































SUSTAINED | SHORTS, 
HEAT FROM GROUNDS 
OVERLOADS OR SUDDEN 
BLOWS HERE~——~ <S|| DANGEROUS 
> SURGES 
HEAT BLOW HERE 
CONDUCTED 
AWAY FROM 







AIR VENTILATES 


——,, € COOLS LINKS 


@ The Pierce Balanced Lag Link makes a very effective sell- 
ing aid. With a link in your hand you can point out the scien- 
tincally placed “blow’’ points and explain how: 





1. At low overloads a “blow” occurs only if the gradu- 
ally increasing overload becomes dangerous. 


2. At high overload, shorts or grounds, a “blow” will 
occur and protect equipment and personnel 


Showing this exclusive Pierce Link leads to immediate orders 
for ‘refills’ —it’'s interchangeable with other links fitting 
standard fuse cases. Every sale of Pierce Links paves the way 
for bigger orders of Pierce Balanced Lag Renewable Fuses 
later 


Pierce Fuses have other important exclusive features, too! 
Screen Ventilation prevents dangerous afterblow and blown out cases. 


Arch Bridge Construction means rigid, permanent alignment and longer 
fuse life. 


ALL ADS OFFER A FREE LINK 


Whether your prospect has sent for a Link or not, he'll be interested in 
seeing one. Be sure to carry it as well as all your Pierce Fuse samples and 
price sheets, and be ready for questions. 


PIERCE RENEWABLE FUSES, INC. 
Dept. L4, 211 HERTEL AVENUE, Buffalo 7, N. Y. 





FOOT CANDLES TALK! 


with 


*COLOVOLT 


Cold Cathode—Low Voltage 
Lighting 
and here’s what they say: 


“Lower maintenance cost—longer main- 
tenance of a given foot-candle level—greater 
dependability because of guarantee (One 
year of light guaranteed, except for failure 
due to breakage )—instantaneous starting— 
no flickering—continuous line lighting.” 
These extra advantages are available to 
commercial and industrial users of light 
when installations are made with COLO- 
VOLT Cold Cathode, Low Voltage Fluorescent Lamps and Fixtures. 


Write for illustrated material and technical data. 


Mark Registered U. 8. Patent Office 


Goreril * Trade 


GENERAL LUMINESCENT CORPORATION 


ed lier \clo me wm 4), lel} 


648 S. FEDERAL STREET 











FM-AM receivers and radio-phonograph 
combination sets were achieved in Septem- 
ber. Receivers with FM reception facilities 
totalled 17,541 as compared with 13,892 in 
August, while the production of consoles 
and console radio-phonograph combinations 
rose from 101,744 in August to 118,500 last 
month, 

The output of radio-phonograph consoles 
exceeded the production of similar models 
in September, 1941. Last month 105,344 
radios of this type were produced as 
against 92,000 in the last corresponding 
prewar month. Consoles, without phono 
graphs however, were only about a tenth 
ot the prewar rate. 

All but a few of the 3,242 television 
receivers produced last month were in the 
video-radio-phonograph combination class, 
and were of the direct viewing rather than 
picture projection type. 

Table model production, which has been 
running far ahead of the prewar rate for 
several months, dropped last month below 
August but maintained its lead over 1941 
More than 930,000 table models were 
manufactured in September as compared 
with over a million in August and 730,000 
in September, 1941. Out of last month's 
table models, over 134,500 were of the 


radio-phonograph combination type. 


Acme Electric Becomes 
New York Corporation 

The Acme Electric & Manufacturing 
Company recently announced that the 
company has been incorporated under the 
laws of New York State and at the same 
time the name of the company changed to 
Acme Electric Corporation. 

The Acme Electric & Manufacturing 
Company was formerly an Ohio corpora- 
tion located in Cleveland. The directors 
decided to change to a New York corpora- 
tion since the main factories of the com- 
pany are located in that State. The princi- 
pal factory and office building is located 
in Cuba, New York, and another factory 
was recently acquired in Allegany, New 
York. 








THREE new infra-red industrial lamps 
recently announced by the General Electric 
Lamp Department, Nela Park, Cleveland, 
Ohio, include: left to right, the new 250- 
watt and 375-watt sizes and the new 500- 
watt size. List prices for the three lamps 
are 90 cents, $1.20, and $5.50 respectively. 
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Thermador Elect. Mfg. Co. 
Buys Motor Mfg. Concern 


LOS ANGELES—Thermador Electrical 
Manufacturing Company, Los Angeles, 
Calif, recently announced the purchase of 
the Rotom Manufacturing Company of 
\lhambra, California. 

Since 1937 Rotom has manufactured 
-pecial application, fractional horsepower 
‘lectric motors for use in fans, coolers, 
heaters, pumps, recorders etc. Though they 
will be absorbed into Thermador, the 
Rotom plant remains intact at Alhambra 





yr motor production. 
















| ESIC =| = | E-M-T-UP THE QUICK WAY 
Beceem Lummi Two Squeezes and its Set 


Electrical Manutfac- 








turers Representatives Association, Inc, of TWO QUICK SQUEEZES give you Finer. 


Faster Conduit Connections. B-M Fittings DISTRIBUTED BY 
do away with the twisting, turning and 
tightening of nuts and save you valuable 


Baltimore, announces that due to circum- 


The M. BR. Austin Co., Chicago, I! 
Clayton Mark & Co., Evanston, Ill. 


stances beyond the control of the associa- 


tion, it will be impossible to proceed with time and materials. Then too, they are Clifton Conduit Co., Jersey Cy., N. J. 
ia ee 7 : stronger, neater and much easier to work Gen, Electric Co., Bridgeport, Conn. 
the April 1947 Electrical Show. with in tight places. Start using B-M ee oe agg ogg mang 
HI. S. Farmilo, vice president of the asso- Fittings today, Have more satisfied cus- National Enameling & Mfg. Co., 
— ’ : tomers—more profits from each job! Pittsburgh, Pa. 
: ‘ 2e . “rre hil- >]. esa8 . ig i % . 
ciation, has been transferred to Philadel (All B-M Fittings carry the Underwriters Triangle Condult & Coble Ce, 








hia. President Butts has requested Tom Seal of Approval) 





Marshall to fill Mr. Farmilo’s unexpired 
rm. 


Iwo new members of the association are: 


BRIEGEL METHOD TOOL CO. + Galva, Ill. 








TORK CLOCK 4S A FAMOUS 
FOR TIME SWITCHES 


For all types of electrical 
switching and time_ control, 
Tork Time Clocks will control 
»perations efficiently and au- 
tomatically. Self-starting, all- 
electric. A variety of models; 
’”r minutes, hours, days, or 
veeks. Plain or Astronomic , 





Price from Write for 
$13.00 tist Bulletins 





OTHER TORK PRODUCTS 


TORK ‘PERSONAL’: Portable plug-in switch for home or 
fice. Capacity 660 Watts. All standard features. | 
TORK TYMOTHERM: For automatic and efficient heating } 
mntrol; ‘steady,’ ‘intermittent,’ and ‘off’ control. For | 
il, coal, or gas. | 
WEEKLY CALENDAR WHEEL: Optional feature on all | rs) Be # 

standard models provides for automatically skipping Y 

ne or more days each week 


POULTRY LIGHTING CLOCKS: Standard models for au- 





mnatic Bright-Dim lighting equipment contro! for @ A good wiring job depends on just two things: (1) skilled 
sultry houses 2 . . . 
RELAYS AND CONTACTORS ¢ SPRING-DRIVEN | workmanship; (2) top grade supplies. Universal knobs, tubes 
MODELS e CAM OPERATED TIMERS e CLOCKS | . . . 
FOR SPORTS AND GAMES « SELECTOR and fittings are supplies that help a good job stay good. 
WHEELS e TIME DELAY CIRCUITS e FREEZ 


ALARM FOR REFRIGERATION PROTECTION | 


TITTSNA RTA |THE UNIVERSAL ciay prooucts co. 


MOUNT VERNON 1549 EAST FIRST ST. SANDUSKY, OHIO 


CPT 8606 ETE: Oe 
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MURDOCK BUZZERS and 
PUSH BUTTONS Sell Fast! | 


Dealers everywhere report fast sales on 
these specialties. MURDOCK’S No-contact 
Tone-right Buzzer attracts favorable atten- 
tion because of its modern louver-design. 
Buzzer is fully insulated and produces a 
pleasing, uniform tone. It's guaranteed 
for years of trouble-free service. Choice 
of colors in attractive moulded cases. 
Operates on 6 to 8 volts, A.C. only. 3% 
x 1%" x 1%” deep. 


PUSH BUTTONS 
OF DISTINCTION 


Model No. 10 (:llus- 
trated ). Durable mould- 
ed case. Positive con- 
tacts. Rustproof, insulat- 
ed. 158” x 1%” x 7%”. 











LIST List $.30 each. Name 

PRICE plate model No. 11 
$1.00 each same construction, but has removable 
No. 46 metal escutcheon. 3!4” x 14%” x 7%”. List 


$.40 each 





Murdock Representatives 


ATLANTA: L. Morris Landers Co. ¢ BOSTON: Electrical Agencies, In ¢ CLEVELAND: Henger-Fair 
field Co. ¢ CHICAGO: George Butler Co. ¢ DALLAS: George E. Anderson Co. ¢ DETROIT: Hemphil! 
& Co. « LOS ANGELES: Keeler, White Co. ¢ NEW YORK: Telephone Sales & Service Corp. ¢ PHIL- 
ADELPHIA: Harry G. Anschuetz *« PORTLAND, CAL.: Keeler, White Co. « SAN FRANCISCO: Keeler 
White Co. « SEATTLE: Keeler, White Co. ¢ ST. LOUIS: W. T. Koch Co. ¢ UTICA: F. Walter Laver 
EXPORT DIVISION—Rocke Internationa! Corporation, 15 East 40th Street, New York 16, New Yor 


WM. J. MURDOCK CO. 
235 Carter St. Chelsea 50, Mass. 











The Best Masonry Drill on the 
Market Belongs in your Line! 








oY 
CARBONS 









| 
1. Drills 4 times faster!—All r 


masonry, brick, concrete, etc. 






















2. Stays sharp upto 50 times | 
longer! Tipped with Carboloy 
Cemented Carbide —harder 
than the hardest steel! 





















1S POPULAR SIZES 


ASK ABOUT 
SPECIAL 
6-DRILL 
SET 





3. Drills clean, sharp, true- | \ 


size holes! a 
Amazing how } 
this drill tips 4. Drills closely-spaced holes | 


through mo 


IN sonry—makes without break-through! 











FREE easy work of 
ough job! 
CANVAS KIT wR nite 5. Drills far quieter! 
BE STOCKED UP WHEN ; 
| 6. Drills every type of ma- 


THEY START ASKING. 


sonry! 


CARBOLOY COMPANY = 7 510 in ony votory ait, 


drill hand brace. 
11127 E. @ MILE ROAD © DETROIT 32, MICHIGAN a a a 
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A. P. McGraw, the Trumbul! Mtg. Ci 
Washington, D. C.; Richard FE. Magne! 
Arlington, Va. who represents the L. 
Segil Co., Keystone Mfg. Co. Sterlir 
Industries, and Solar Light M*fz. Co 


CHICAGO — The Electric Association « 
Chicago during the past few months ha 
been diligently working on a Televisio 
Receiver Program and much progress i 
laving the groundwork for this oroject ha 
been accomplished. 

lhis program has as its aim rhe buildin, 
of Chicago into a top-ranking televisio 
center and requires the cooperation of a 
elements interested in, and affected by, tel: 
vision. Therefore committees fave be 
formed to represent the Electric Associ 
tion which will be the coordinating gro 
in the over-all plan, the Radio Manufa 
turers, the Television Broadeasters, tl 
Radio and Electrical Appliance Dealer. 
and the Advertising Agencies 

Each of these committees will hold it 
own meetings at which the problems facin; 
that group will be advanced, discussed an 
prepared in proper form for s5mitting t 


the coordinating committee. 


When, in the opinion of al! committees 
it is decided the time is right, 1 large scal 
Television Exposition will be held i 
Chicago. It is believed that i- av b 


PORTABLE 
ELECTRIC 
HAND LAMP 





Turns Darkness into Daylight 


Ideal for farmers, outdoor soortsmen, 
auto owners, truckers and hundreds of 
other utility, industrial and emergency 
uses. Lightweight. Finest construction. 
Fast moving. Other dry cei! and re- 
chargeable models with accessories. 
Backed by effective dealer helps and 
consistent advertising in general, trade 
and farm publications. A rea! source 
for better profits. Write for complete 
information now. 


U-C LITE MANUFACTURING CO. 


Dept. G «¢ 11 East Hubbard St., Chicago 11, II! 
SO ae 
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sometime early in the spring of next year. 


Electrical Contractors Store 
Lighting Sales Program 

Recently the Electrical Contractors “Store 
Lighting Sales Program,” sponsored jointly 
by the Chicago Lighting Institute and the 
Electric Association had its first session 
in the Commonwealth Edison Assembly 
Hall. 

The more than 200 contractor's, whole- 
saler’s and manufacturer's representatives 
present heard the following speakers: 

Carl W. Zersen, manager of the Chicago 
Lighting Institute, who spoke on the sub- 
ject of “Modern Store Lighting Illustra 
ted”; G. W. Hardacre, president of the 
Illuminating Engineering Society, who 
spoke on the subject of the “Store Owners 
Reaction”; and M. J. Maiers, supervisor 
of sales promotion for the Commonwealth 


Edison Company, the final speaker of the 


evening, who spoke on the subject of “Sales + 


Aids To Do The Job.” 


Women’s Division 

Members and guests of the Women’s 
Division were welcomed by W. T. Reace, 
president of the Electric Association, at 
the recent opening meeting of the 1946-1947 
season. Mr. Reace was highly compliment 
ary in his remarks with regard to the 
accomplishments of this division. 

Following Mr. Reace’'s address, two edu 








CORNISH WIRE CO., 


19 Park Row + New York City, 7 




























“OKAY, BROWN - 
( YOU GET THE JOB 


Another Score for 


1% 
e 
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\ complete line of 
tange, Boundary 
and Obstruction 


ghts 
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7018— Marker Light 
| Aeronautical Speci 
| cations AN-L-! avail 
| able with deep bas: 
| or shallow base cast 1 
| ings or three top fi 





No 018 Convertible. W 
F nnd 


(late he, tW 





MAKE REVERE CATALOG DATA 
PART OF YOUR SALES EQUIPMENT 


REVERE has correct equipment for specific requirements. Catalog 
data on Lighting Equipment for AIRPORTS, SERVICE STATIONS, 
MARINE, SPORTS, RECREATION and INDUSTRIAL SERVICE is com 
prehensive and will prove a valuable sales ally. 


REVERE £L Ree es C. mM FG. 


6011 Broadway—Chicago 40, Ill. 
INDOOR AND OUTDOOR LIGHTING EQUIPMENT FOR EVERY NEED. 





uO. 

















Dependable and Complete 
Soldering Equipment. 


Here is a line covering everything 

— needed for the modern plant which 

W rite Today calls for Electric Soldering Equip 

for Complete ment. 

Information om Factories clamor for it, when once 

the Esico Line called to their attention, for it’s 
a FAST-MOVING LINE. 
Dependably substantially built. 


ESICO securing customer good-will, and 
resales 
oe Includes Electric Soldering Irons 
listing from $5 to $12.25; Solder 
ing Machines $7.50 to $15; Sold 
ering Iron Temperature Control 
= and other related spe- SOLDER POTS 
. Our products are generally sold by ruggedly constructed pots 
the wholesalers direct to the in- of varous sizes designed 
as) dustrials Write for catalogs f s “ 
q price lists and Wholesalers’ and or continuous operation 
teh. Retail Discounts and so constructed that 
2 


they are easily and quickly 
serviced, should elements 
have to be replaced 


A real time-saver. Treadle-oper- 
ated. Automatically advances iron 
and solder, leaves operator's hands 
free for work. 


ESICO 
SOLDERING IRON 
CONTROLS 





ELECTRIC 
SOLDERING IRON CO., INC. 


Positive TIP control prevents over 
heating—tip cannot fall below sol- 
dering temperature. The only prac- 
tical method of controlling heat in 
the tip—an exclusive ESICO fea- 


cae 2846 W. Elm St. Deep River, Conn. 
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REDUCES GLARE... 
IMPROVES QUALITY OF 


FLUORESCENT 
~ LIGHTING 


ipa PFC 100’s are Plastic Fluorescent Diffusers 
that snap on or off the tube easily — quickly. 


~. PAT. NOS. 
27504 & 126894 
Vending 


They diffuse the light from open type luminaires, 
shield the lamps, and reduce brightness and glare 
— all more efficiently than glass panels. 


Sturdily constructed of durable white plastic, they 


maintain their shape and beautiful, modern styling. 


Every user of open fluorescent “ 


installations is a customer. 
Available now — write today! 


The Edwin F. Guth Co. + 2615 Washington Ave.» St. Louis 3, Mo. 















INDUSTRY EVERYWHERE 


Specifies 





Renewable Fuses 





Jobbers enjoy a profitable and dependable Trade hand- 
ling the famous TRICO Line which has given Industry 
precision-made products and dependable service for 
more than a Quarter Century. 


TRICO’S powerful national advertising and busi- 
& ness-getting direct-mail releases are keyed to 
leakproof Air Guns keep your business alive with factory orders and 
profitable prospects. 





ee 2 





TRICO provides 100% Wholesaler protection, 
assures customer satisfaction, and requires Fuse Pullers 
minimum investment. Stock TRICO and enjoy the . 
following advantages: 


= { @ Fast turnover. 
iy 
== 





A 


= 


@ Steady repeat sales. 

@ Product variety. 

@ Maximum sales per call. 
@ Line stability. 


SELL TRICO! 


TRICO FUSE MFG. 





Automatic Oilers 


Fuse Clamps 


MILWAUKEE 12, WISCONSIN 





i) 
tv 





cational sound movies were shown which 
presented an easily understood, non-techni- 
cal description of television and fluorescent 
lighting. 

The Educational Committee is planning 
a Study Group for members to consist of 
seven one-hour programs which will in- 
clude pictures, demonstrations and lectures 
on the modern use of electricity in the 
home. 


DETROIT — The regular luncheon meet 
ings of the Electrical Association of Detroit 
have started again for the winter season. 
This year they will be held on Wednesdays 
instead of Thursdays so as not to interfere 
with other luncheon clubs. 

The New Products Committee has pre- 
pared a series of five papers on light 
sources. These were carefully prepared 
by recognized authorities and will provide 
an interesting and valuable supplement to 
the association’s Planned Lighting Course 


KANSAS CITY-—In the Senior Ballroom 
of the Hotel President the Electric Asso- 
ciation of Kansas City recently presented 
to its members the “G.E. House of Magic” 

a spectacular collection of mystifying 
demonstrations which included the “toy 
electric train that obeys its master’s voice,” 
“music riding a beam of light,’ “matches 


lighting an electric lamp,” “sound that can 











ILSCO —\ 
Electrical Y aan 
Couneciors 


THEY'VE GOT 


EVERYTHING! 
SIMPLICITY 
No special tools. 

CERTAINTY 
Installed for keeps. 
APPROVED 

Underwriters’ cnd 

Canadian 
STRENGTH 

Six times more than 

required 
ACCEPTANCE 


Used everywhere! 


Write for 
48-Page Iliustrated 
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ronco has what it 
takes to meet your 
toughest requirements. 
You can be sure of 
maximum performance 


—with Bronco. 


oe SR ER SE OR Ge a ng 








WESTERN 
INSULATED WIRE CO. 


1001 E. Sixty-Second St. 


Los Angeles 1, California 
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be seen,” “invisible light that can be seen,” 
etc. 

In order to keep its members up to date 
on what's happening in the appliance in- 
dustry, the association on an average of 
twice a month, mails a NEWS LETTER 
containing appliance production figures, 
federal regulation § interpretations, and 
other data pertinent to appliance distribu 
tion to its wholesaler and dealer members 


of the association. 


MINNEAPOLIS — Upon a recommenda 
tion of the Board of Directors of the North 
Central Electrical Industries, a number of 
standing committees representing each 
branch of the industry will work with staff 
members in setting-up and directing busi- 
ness building programs coordinated through 
N.C.E.I. Each industry group was _ re- 
quested to designate one re presentatiy e tor 
each standing committee. 

At the first meeting of these committees, 
the members will select a chairman and 


the chairmen so selected will constitute the 


over all Business Development Committee 


of N.C.E.I. 

Those committee appointments who will 
represent the wholesalers are: 

L. G. Mample, St. Paul—Certified Ade 


quate Wiring; A. S. Dunning, St. Paul— 
Fitch, St. 
Paul—Rural Electric Equipment; FE. A, 


Electric Home Equipment; J. L. 


‘Conductor Fittings 


a 





Penn-Union offers all good types 
of terminals: Solderless lugs to grip 
‘the conductor by Bolt, Screw, Post- 
| and-Nut, or Multi-Slit Tapered 
Sleeve; Vi-tite, E-Z, Shrink fit, solder- 
ling lugs, etc. 


| Also Tee Connectors; Cable Taps; 
Straight, Elbow and Cross Connec- 
tors; Bus Supports; Grounding 
Clamps; Service Connectors, etc. 
Penn-Union fittings are preferred by 
leading users — because of their 
Proven Dependability. 





PENN-UNION ELECTRIC CORP. 




















DIS IPILAY 


a] 


Pen aes 
Liginting 





for Indoor 


and Outdoor Use 





WH C-1 Lamp Holder with 412” 
cover — fits 3” and 4” boxes. 
With 18” S.J. Cord Weather- 
proof. 












WH C-2 Lamp Holder with Base 
— with 6 Cord and Plug. 








WH C-3 Lamp Holder with Base 
—With 24” S.J. Cord and Plug. 
Weatherproof. 


Material of all the above items 
is Cast Aluminum with Sand 
Blast Finish. 

Write for Prices and Discounts. 
(Sold Through Electrical Whole- 
sdlers Exclusively) 


PERFECT-LINE 
Mfg. Corp. 
HICKSVILLE, N. Y. 


Immediate delivery 

















You can count on complete customer satisfac- 
tion from DRAKE Soldering Irons. Backed by 
25 years of soldering iron manufacturing ex- 
perience DRAKE Soldering Irons have built 


a reputation for quality that makes them dis- 
tinctly preferred by fast-producing American 


industry. 





Drake Has An 


Iron for Every Purpose 


Write for Illustrated Literature 
on the Drake Soldering Line 


DRAKE ELECTRIC 


3656 LINCOLN AVE 


when you suggest 


DRAKE 


SOLDERING 
IRONS AND 
SOLDER POTS 






WORKS, INC. 


- CHICAGO 13 ILL. 














PROFITABLE 


Opportunities for you 
with 


AUTOMATIC 
TIME CLOCKS 


Window Lights . . . Electric and Gaseous Tube 


Signs . Apartment and Hotel Hall Lights ; 
Billboards Flood Lighting . . . Poultry House 
Lighting Linotype Machines .. . Pumps and 
Motors . Electric Refrigerator Defrosting 


Time Lock Safes and Vaults . . 
Systems... Traffic Signals... 
Systems . . . Appliance Outlets . . . Water Soften- 
ing Equipment . . Advertising Displays 
Ventilating Systems .. . Attic and Exhaust Fans 
. Electric Fountains . Air Conditioning 


Street Lighting 
Signal and Alarm 


Equipment Electric Hot Water Heaters . 
Compressors Oil Well Pumps Battery 
Charging . Sprinkling Systems . Airport 
Lighting Church Bulletin Boards . Diera- 
mas .. Coal Stokers . . . Time Signals 
Chemiculture . Paint Agitators . Blowers 
Yard Lighting Systems . . . Bulletin Boards 
Heat Treating . . Panoramas . . Con- 


veyors . . . Suburban Railway Station Platforms 

. . Chime Systems . Electric Cookers 
Factory Lighting . Electric Glue Pots... Park 
and Playground Lights... Gas and Ol! Heating 
Equipment Plastic Molding . . Solenoid 
Valves Greenhouse Lights. 


Write for Information 
and Discounts 


AUTOMATIC 


Electric Manufacturing Co. 
TIME SWITCHES — FLASHERS 


MANKATO ¢ MINNESOTA 
| RES - 
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FOR 


IMMEDIATE 
SHIPMENT 


JACKSON 
VAPOR PROOF UNITS 


now made in Aluminum 





No. 2800-2804 No. 2802 


@ No. 2800 has a cast aluminum hood 
tapped for 1/,°° pipe. For 60-100 watt 


lamp. 

The 2804 for 150-200 watt lamp. 

The 2802 is an outlet box type and can 
be mounted on either a 31," or 4°" box. 
For 60-100 watt lamp. 

Sold only thru Electrical Wholesalers. 
Manufacturers of Lighting Equipment. 


JACKSON 
ELECTRICAL COMPANY 
900-910 W. Van Buren St., Chicago 7, Ill. 














Lindquist, Minneapolis—/ndustrial & Con 
mercial Equipment; D. E. Ford, Minn 
apolis—Commercial, Industria! & Resider 
tial Lighting. 


NEW ORLEANS — More iurormation « 
the Electrical Association of New Orlean, 
Golf 


able. Over one hundred association men 


Annual Tournament is now avai 
bers and guests participated in this annua 


event which was held at sae Colonia 
Country Club in Metairie. 

C. Espy Reed won the first prize in tl 
golf tournament which turned out to be 
Reed Unit Fan—donated by the Reed fan 
ily, Mr. Reed felt unwilling to receive hi. 
own contribution and agreed to accept t! 
next prize which was a beautiful golf bay 
The second low net was won 5y the seni 
member of the Reed family, Lyman, w 
also graciously declined his owa gift thus 
causing the judges to award the fan 


Ivan Purinton who secured third low net 


(It so happens that this same Mr. Purint 
won a Reed fan last year! 
WASHINGTON, D. C.—1 cleetric | 


stitute of Washington, D. C. recently held 
the second of a series of electrical indust: 
meetings in the Congressional! Room of tl 
Statler Hotel Helen W. Kendal 


household equipment editor ot the Goo 


where 
Housekeeping Institute, N. \ , gave a 
interesting talk on “The Laundry Gets Its 
Lifted.” Helen Kendall 


the housewife’s opinions, nee 


Face interpreted 
is and desires 
and presented many helptu 
on how to approach the worm 

Alfred P. Dodge, vice oresident 1 
charge of sales, A. R Ric! 


mond, Va., presented a thirty-minute skit 


“2 shoppers 
Tiller, Inc., 
on the subject of “Better Selling.” He di 


an excellent job in presenting these inta 


gibles in a decorative and humorous wa 


MORE FACTS 


ON PRODUCTS 





Attic Ventilation—An 8-page ouiletin, e! 

titled “Attic Ventilation Code” prepared b) 
the Engineering Committee of the Propeller 
Fan Manufacturers’ Association, Detroit, 
Mich., sets forth the basic requirements of 
satisfactory attic ventilation under the fol- 
lowing headings: 1. Geographical varia- 
tions in home structures. 2, Location of ven- 
tilating unit. 3. Type and characteristics 
of fan unit. 4. Air changes per minute. 
5. Air velocities through grdle and fan 
unit, 6. Attic discharge vents Fan hous- 
ing and Plenum chamber. 38. Protection 
against winter heat losses. 9. Electrical in- 
stallation. 10. Installation and operating 
suggestion. 
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LOOKING FOR 


FANS: 


THAT ARE 
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EASY T0 SELL 





q 





BUILT (N TYPE KITCHEN FAN 


Quiet, powerful, dependable 
operation! Simple to use. Pull 
chain storts and stops fan, opens 
and closes outside door. Adjust- 
able to woll thickness. Smart, 
inferior o 


EFFICIENT | 


5 






6 BLADE EXHAUST FAN 


For offices, factories, stores, etc 
Heavy duty fon with shutters at- 
toched. Resilient mounted sleeve 
bearing motor. Heavy gauge 
steel used throughout 


| ECONOMICAL 


BELT DRIVEN 
EXHAUST FAN 


Economicc cir 
conditioning for 
commercial, indus- 
trialand attic pur- 
poses. Of heavy 
gauge stee! with heavy duty standard 
moke moto: Built and priced to sell 


BERNS AIR KING< 


SOLD EXCLUSIVELY THROUGH 
LEADING ELECTRICAL WHOLESALERS 









































QA BERNS 
= Air kin 


SSS 0 = 


EXHAUST FANS e AIR CIRCULATORS 
BLOWERS e BELT DRIVEN FANS | 


BERNS MFG. CORP. 


2278 ELSTON AVENUE, CHICAGO 14, ILLINOIS 
Formerly Berns Specialty Mfg. Co. 
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When writing 
mention 


ELECTRICAL WHOLESALING 





Carbon Brushes—Catalog No. 15, illustrat- 
ing carbon brushes for a.c. arc welding, has 
been issued by the Ohio Carbon Co., Cleve- 
land, Ohio. Also available are three small 
folders—one describes Kit No. 35A, motor 
brushes, designed to fit popular types of 
motors; the second folder describes the 
Magneto Brush Assortmtnt No. 8 designed 
for wholesalers, dealers and repair shops 
for quick access to the popular types of 
Magneto brushes; and the third folder 
describes Kit No. 45-A, refrigerator motor 
brushes, designed to service popular types 
of refrigerator motors. * 





When writing 
mention 


ELECTRICAL WHOLESALING 


Electrical Accessories — A two-color bul 
letin, No. 136-4, published by the St. Clair 
Electric Products Co., St. Clair Michigan, 
covers specifications and prices of the com 
pany’s replacement elements for flat irons 
and room heaters, as well as its standard 
types of hot plates, and replacement coils 
for toasters, coffee units, etc. 


When writing 
mention 


ELECTRICAL WHOLESALING 





Flectric Control Devices—Ward Leonard 
Electric Co., Mt. Vernon, N. Y., has re- 
cently issued an 8-page bulletin, No. 
100,000, on the company’s line of electric 
control devices. The bulletin describes and 
illustrates the following electric control de- 
a.c. and d.c. motor starters, speed 
and voltage regulators, resistors, ring and 
plate rheostats, switches, magnetic 
tactors, relays, and dimmers. 


vices: 


con 


When writing 
mention 
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Electronic Tubes — A technical data cata 
log, illustrating the various types of ele 
tronic tubes manufactured by Chatham 
Electronics, Newark, N. J., also includes 
diagrams, charts, general characteristics 
and maximum ratings. 






When writing 
mention 
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Fluorescent Service & Maintenance Man- 
ual — An 80-page manual on fluorescent 
service and maintenance has been pub 
lished by the Sylvania Electric Products 
Inc., Salem, Mass. This pocket size book, 
written for electrical wholesalers, contrac 
tors, lighting engineers and electricians, 
contains text material on trouble shooting, 
testing procedures, cleaning methods. It 
also includes illustrations and diagrams 
of different circuits, test equipment which 
can be built in electrical shops, a 
reference, and a glossary of fluorescent 
lighting terms. Cost $1.00. 


CcTOSS 


When writing 
mention 


ELECTRICAL WHOLESAL 





} 



















Midget 
Vaportight 
Lighting 
Fixtures 


C 


‘Titees Midget fixtures are 


ideal for use on control panels, 
for elevator signals, assignal and 
warning lights for welding ma- 
chines and similar equipment, 
wherever vaportight protection 
is needed. Fixture body diameter 
is 2 11 32” and may be used with 
Midget Pylets as shown, tapped 
as specified, or without Pylet 
body for panel mounting. Fix- 
ture takes 10 watt S-11 inter- 
mediate screw base lamps and 
can be furnished with clear, 


frosted, ruby or green globe. 
i 


Consult your Pylet Catalog for 


complete listings. 


THE PYLE-NATIONAL COMPANY 


1352 WN. Kostner Avenue, Chicago 51, Illinois 








. 3218 W. LAKE STREET 







WHITE 
CROSS 


ouschold 
APPLIANCES 


PROVEN IN 


PERFORMANCE! 


Distinctive matched design of White Cross appli- 
ances, coupled with proven dependability of 
this quality line, insures complete customer satis- 
faction, profitable repeat sales. The appliances 
shown below embody features and styling that 
identify White Cross as the appliance line that 
captures popular imagination. 


Matched Design 


AUTOMATIC POP-UP TOASTER 


Fully Automatic Pop-up Toaster. This silent, auto- 
matic pop-up toaster, an entirelynew develop- 
ment, has no clock mechanism to cause trouble. 
Thermostatic timing fully governs the toasting 
temperature at all times, regardless of fluctuat- 
ing voltages. Toasts bread evenly to any color 
selected with color dial. Equipped with conven- 
ient crumb remover. Finished in lustrous chrome 
with massive bakelite base and handles to 
match. Heavy cord attached. A. C. only. 


Matched Design 
TWIN WAFFLE IRON 


Bakes two individual waffles at the same time 
on stickproof aluminum grids, each 5 x 5%” size. 
Expanding enclosed hinges. Heat indicator an- 
nounces baking temperature. Finished in lustrous 
chrome with matched lifting and side handles. 
Detachable cord set. A. C. or D. C. 





Matched Design 
LARGE AUTOMATIC WAFFLE IRON 

Fully Automatic Waffle Iron. Requires no watch- 
ing. Jewel signal light announces baking tem- 
perature. Waffles are baked every time as set 
by color selector. No-stick grids, 7%” size, with 
batter groove. Finished in high lustrous chrome 
with matched walnut-color lift and side handles. 
Detachable cord set. A. C. only. 


NATIONAL STAMPING 
& ELECTRIC WORKS 


Subsidiary of 
Eureka Williams Corporation 
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CHICAGO 24, ILLINOIS 


| 


Fluorescent Fixtures — A 16-page folder 
describes the line of drop type and continu- 
ous row fluorescent fixtures designed by 
Mobilite Inc, of Jersey City, N. J., for either 
new or old fluorescent lighting installations. 


—_ 
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Intercommunication Systems—A 12-page 
bulletin recently published by the Talk-A- 
Phone Co., Chicago, Illinois, describes and 
illustrates the company’s line of intercom- 
munication systems, such as the special 
combination system, the multiple station 
units, the master selective systems, etc. 
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Power Generators — Form 646 contains 
eight pages of reference material on a.c. 
and d.c. generators and motor generator 
sets, manufactured by the Century Elec- 
tric Co. of St. Louis, Mo. 
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Radio Interference Filters for Fluorescent 
Lamps—Bulletin SFF-100, published by the 
Solar Mfg. Co., New York City, describes 
with illustrations and diagrams the com- 
pany’s three types of “Elim-O-Stat” radio 
interference filters used in connection with 
fluorescent lamps. 
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CAST IRON BOXES 


Immediate Shipment 


SIZES 
6"x 6" x4” 
10”x 8” x8” 
20” x12" x6” 
24x18" x6” 


Surface Type 
Covers & Gaskets 
Black Enamel 
No Drillings 


ATLANTIC CONDUIT FITTINGS CO. 


589 ATLANTIC AVENUE 
BOSTON, MASS. 























LINES WANTED 


Panels, Controls, Lighting Fix 
tures and Related Lines. 22 
years of experience in contact 
ing Industrials, Jobbers, Con 
tractors. Licensed Electrical 
Engineer desires to act as 
Manufactures Agent for New 
Jersey and part of New York 


Box No. 111, Electrical Wholesaling 
330 W. 42nd St. 
New York 18, N. Y. 





























FEATURE 


NALCO 


For EFFICIENT 
HEATING and DRYING 


INFRA- 
RED 


by featuring and recommendin 
Nalco Dritherm Infra-red Lome 
Available in many types of 





Inside Silvered, self-reflectir 


lamp. Nationally advertised 






NORTH AMERICAN 
Electric Lamp Ca. 


1034 Tyler St., St. Louis 6, Mo. 





LAMPS 


Cash in on this modern, effic er: 
method of heating and dryinc 


lations and may be had in the 


and in the Clear Glass type: of 


¢ 





LEGAL NOTICE 





STATEMENT OF THE OWNERSHIP, MANAGEME: 
CIRCULATION, ETC., REQUIRED BY THI 
ACTS OF CONGRESS OF AUGUST 24, 
1912 AND MARCH 3, 1933 
Of Electrical Wholesaling, published Mont! 
New York, N. Y., for October 1, 1946. 
State of New York /.. 
County of New York } — 


Before me, a Notary Public in and for the Stat« 
and county aforesaid, personally appeared J 


Gerardi. who, having been duly sworn according 


to law, deposes and says that he is the Secretar 
of the McGraw-Hill Publishing Company, In 
publishers, and that the following is, to the bes 
of his knowledge and belief, a true statement 
the ownership, management of Electrical Who 
saling, etc., 
date shown in the above caption, required by) 
Act of August 24, 1912, as amended by the 
of March 3, 1933, embodied in section 537, Post 
Laws and Regulations, printed on the revers« 
this form, to wit: 


1. That the name and address of the publis 
editor, and business manager is: Publisher McGr: 
Hill Publishing Company, Inc. Editor, O. Fred Ros 
Managing Editor, None, Business Manager O. Fre 
Rost; all of 330 West 42nd St., New York 18, N. ¥ 


2. That the owner is: McGraw-Hill Publis! 
Company, Inc., 330 West 42nd St., New York City 
Stockholders holding 1% 
H. McGraw; James H. McGraw, 
McGraw, Jr., Curtis W. McGraw 
Wilsey, Trustees for: Harold W. McGraw, James ! 
McGraw, Jr., Donald C. McGraw, Curtis W. McGr 
all of 330 West 42nd Street, New York City; Ed 
S. Wilsey and Curtis W. McGraw, Trustees 
James H. McGraw, 3rd, Madison, New Jersé 
Curtis W. McGraw 330 West 42nd Street 
York City; Donald C. McGraw 330 West- 42: 
Street, New York City; Mildred W. McGraw, M 
son, New Jersey; Grace W. Mehren, 536 Are: 
St., La Jolla, Calif 

3. That the known bondholders, mortgagees 
other security holders owning or holding 1 
cent or more of total amount of bonds, mortga 
or other securities are: None 


Jr.; James 


4. That the two paragraphs next above, g 
the names of the owners, stockholders, and se: 
ty holders, if any, contain not only the list 
stockholders and security holders as they ar 
upon the books of the company but also, in 
where the stockholder or security holder app 
upon the books of the company as trustee 
any other fiduciary relation, the name of 
person or corporation for whom such truste¢ 
acting, is given: also that the said two paragrar 
contain statements embracing affiant’s full kr 
edge and belief as to the circumstances and 
ditions under which stockholder and secu 
holders who do not appear upon the books of 
company as trustees, hold stock and securities 
a capacity other than that of a bona fide ow: 
and this affiant has no reason to believe that 
other person, association, or corporation, has 
interest direct or Indirect in the said stock, b« 
or other securities than as so stated by him. 


J. A. GERARDI, Secreta 
McGRAW-HILL PUBLISHING COMPANY, INC 


Sworn to and subscribed before 


day of September, 1946. 
| SEAL] 
(My commission expires March 30, 1948 


of the aforesaid publication for the 


or more of stock: James 


and Edwin § 


g 





me this 24th 
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Ou Coli 
Sel) JMOKE 


cen ee 


THERMOSTATIC 


SOLDERING 








Six 
interchange- 
able screw-in 
tips adapt iron to 
@ variety of jobs. 


Sell Kwikheat Thermostatic 
Soldering Irons for profits and repeat 
sales. They give customers solid, satis- 
fying performance and long useful life. 
Built-in thermostatic control prevents over- - 
heating...less re-tinning. Heats fast... only 
90 seconds. Use less current to keep iron at 
usable temperature. 


Two sizes, 225-watt and 450-watt. 
Less than half the average weight of con- 
ventional-type irons of equal power. Perfect 
balance. Cool, plastic handle. Six inter- 
changeable tips and core of fast-heating 
copper alloy. Body of heat-resistant chrome 
plate. Push the new, modern, fully guaran- 
teed Kwikheat Soldering Irons for profits. 


feat 


“& THERMOSTATIC 
4 SOLDERING IRON 

















A Division of 
Sound Equipment Coporation of California 
3903 San Fernando Rd., Glendale 4. Calif. 
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Residential Lighting Fixtures—Moe Broth- 
ers Mfg. Co., Ft. Atkinson, Wisc. has issued 
an 8-page booklet illustrating the company’s 
various types of lighting fixtures for bed- 
rooms, living rooms, dining rooms, kitchens, 
halls and utility spaces, recreation rooms, 
and outside entrances. 
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Sound Systems—A 24-page descriptive bul- 
letin contains illustrations of the Univer 
sity line of super power speakers, reflex 
projectors, driver units, radial horns, and 
specialized marine and railroad speakers, 
manufactured by University Loudspeakers, 


Inc., New York, N. Y. 
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Voltage Control Apparatus — Bulletin 150 
contains illustrations and pertinent data on 
variable voltage transformers, automatic 
voltage regulators and test equipment 
manufactured by the Superior Electric Co., 
Bristol, Conn, The bulletin also includes 
charts and circuit diagrams. 


Wee ee"? ELECTRICAL WHOLESALING 


mention 





Wires and Cables—Bulletin OK-2061, pub 
lished by the Okonite Co., Passaic, N. J., 
fully describes the company’s power cables, 
apparatus cable, multiconductor control 
cable, switchboard wires and the appliance 
wire. It also contains detailed information 
on how these products are constructed, and 
gives the voltages, operating temperatures 
and work location for which type is rec 
ommended. 
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Wire and Cable—A 16-page, four color bul 
letin (GEA-4352) tells the story of G-E’s 
Flamenol-insulated wire and cable, from 
the making of the insulation to the final 
tests on the completed product. The bul- 
letin also includes application photographs, 
ratings and specifications. Bulletin GEA 
3612B illustrates and describes the Flam 
enol mine-telephone cable. 








Specialists in 
SODERING 
BRAZING 
WELDING 











L. B. ALLEN CO., Inc. 
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Your Dealers will leap at the op 
portunity to cash in on the Christ 
mas lighting demand with this 
popular item, made of cast alu 
minum, with steel spike, 10 ft 
cord and rubber grip cap. 





Stonco A-43 Portable Utility 
Floodlight, completely weather 
proofed, may be used all year 
round for illuminating tawns 
trees, driveways, signs, etc. 





Stonco No. A 35 shown mounted 
on island light. 
Sold Exclusively 
Through Wholesalers. 


Write for Catalog 


STONE MFG. CO. 
548 E. 93rd St. 
BROOKLYN, N.Y. 


















Totally enclosed 
All Bakelite body —Large binding 
screws — Precision-built mecha- 
nism incorporating the latest de- 
velopments for handling Type C 
lamp loads —A _ real T-rated 


switch. 


Note positive arc-snuffing ac- 
tion — yoke which oscillates in 
to minimize 


circular bearings 


friction pre-loaded contacts 
which eliminate vibration and 
arcing — your assurance of long 


life — positive performance. 


Plus the added advantage 
of space-saving size, permitting 
assembly of outlets, 
pilots in units of two or three to 
a gang — A saving on boxes and 
on plates. 


switches, 


FIGURE ON WIRING THAT 
NEXT JOB... 





PASS & SEYMOUR, INC. 


Syracuse 9, N.Y. 





ADVERTISERS’ INDEX 


A 

Acme Electric Mfg. Co... ...... 30 
Adam Electric Co., Frank...... 33 
ee rere 127 
All-Bright Elec. Prod. Co... .... 12 
All-Steel Equipment, Inc. ...... 14 
Anaconda Wire & Cable Co... . . 46 
Ansonia Elec. Div. of Noma 

>. eee cee 25 
Appleton Electric Co. ......... 53 


Arrow-Hart & Hegeman Elec. Co. 42 


Arrow Safety Device Co... ...... 16 
Atlantic Conduit Fittings Co... . . 126 
Auth Electric Co., Inc. ... .. >. ee 
Automatic Elec. Mfg. Co. 2.2.0... 124 
B 
Berns Rare. COGM. «2. 66. s .. MZ 
Briegel Method Tool Co........ 119 
BullDog Elec. Prod., Inc....... 13 
Burgess Battery _ Ee eee 104 
Burndy Engineering Co. ....... 40 
Bussmann Mfz. Co. ._Back Cover 
€, 
Cannon Electric Development Co. 103 
Carboloy Company ........... 120 
Certified Ballast Mfrs. ........ 80 
Certified Starters ............ 76 
Champion Lamp Works........ 31 
Chelsea Products, Inc.......... 35 
Clark Controller Co. ........ .. 60 
Conduit Pipe Products Co....... 24 
Corning Glass Works .......... 37 
ee Sf ee 121 


Crescent Ins. Wire & Cable Co... 105 


Coens GO ccs cc cease 7 
Curtis Lighting, Inc. .......... 8 
D 
Day-Brite Lighting, Ine. ...... 18 
Bpeeter, Sibe., Wits ooo. s ss .c sey On 
Drake Electric Works, Inc...... 124 
E 
Economy Fuse & Mfg. Co....... l 
Electric Soldering Iron Co., Inc... 121 
F 
Federal Elec. Prod. Co.......... 23 
Fleur-O-Lier Mfrs. ........... 74 


Fluorescent Fabricators Div. of 


i dee Ee Corp. EL eae ganas eee 100 


es eee 111 
G 

Gedney Electric Co. ........... 106 

General Day-Lite Co. .......... 15 
General Electric Co. 

Appliance & Merch. Dept..... 36 

NN 21%. oy ge ps po. xaos 26 

General Luminescent Corp. .... 118 

Goodrich Chemical Co., B. F..... 94 

Goodrich Electric Co. ......... 109 

Guth Co., Edwin F......... see Eee 
H 

Hazard Ins. Wire Works Div..... 22 

Hexacon Electric Co. ......... 108 

Holdenline Company ......... 32 
I 

Ideal Industries, Inc. ... ; 6 

Ilsco Copper Tube & Produc ts, Ine. 122 
J 

Jackson Electrical Co. ......... 124 

Jefferson Elec. Co. PP Bee oe 18 
K 

ee 39 

Klein & Sons, Mathias ......... 110 


Kwikheat Soldering Iron, Div. 


Sound Equipment Corp.... .. . 127 
L 
Leader Elec. Mfg. Corp......... 
Inside Front Cover 
Lighting Products, Inc. ........ 
Fe eS ere eee ee 1] 
M 
ee re 88 
OE, re 54 
Moe-Bridges Corp. ........... 27 
Murdock Co., Wm. J........... 120 
N 
National Carbon Co., Inc........ 56 


National Electric Products Corp. 44, 45 
National Stamping & Elec. Works 126 


Noma Electric Corp. .......... 10 
North American Elec. Lamp Co... 126 
Oo 
SE ee ae ae 22 
O. Z. Electrical Mfg. Co... ... co: oe 
P 
Paragon Electric Co. .......... 113 
Pass & Seymour, Inc.......... 128 
Penn-Union Electric Corp. ..... 123 
Perfect-Line Mfg. Corp. ....... 123 
Pierce Renewable Fuses, Inc..... 118 
Pittsburgh Reflector Corp...... . 68 

Plymouth Rubber Co........... 
Inside Back Cover 
Proctor Electric Co. ........... 107 
Pyle-National Co., The ........ 125 
Q 
Quadrangle Mfg. Co. ......... 114 
R 
Remington Rand, Inc. ........ 90 
Revere Electric Mfg. Co........ 121 
RLM Standards Inst., Inc....... aa 
Rome Cable Corp. ...........- 58 
ee LS re 116 
Ss 
Sherman Mfg. Co., H. B........ 115 
ke LS a eres 21 


Sound Equipment Corp. of Calif... 127 
Spang-Chalfant, Div. of the 


National Supply Co. ......... 20 
Square D Company... ....... 4, 29 
See 127 
Sylvania Electric Products, Inc... 34 

Z 
Talk-A-Phone Mfg. Co, ........ 112 
Thermador Elec. Mfg. Co... .... 19 
Toastmaster Products Div. of 

McGraw Elec. Co. .......... 62 
Tenstewem Ga. Te «... 02200. 4] 
po. gi Se ae 119 
Trico Fuse Mfg. Co. .......:.. 122 

U 
A, RAO Bes GM oc ce ee ta. aoe 


United States Rubber Co. .9, 6] 
Universal Clay Products Co., The. 119 


Vv 
Waren Siew, Beet Gio. csc c ewes 28 
W 
War Assets Administration .... 95 
Ward Leonard Electric Co. ..... 117 
I I ide. pig wales 96 
Western Insulated Wire Co. .... 123 

Westinghouse Electric Corp. 
Se ey a z,3 


ELECTRICAL WHOLESALING — November, 1946 


Rey GOT BOTH 





























| 

| 

| | 
PLYMOUTH RUBBER COMPANY. Inc. 

CANTON, MASS | 








1896 — 1946 
| 
| 
| 




























Another Sales Tip: 






Show Customers How to Save 
Money and Trouble by Protecting 
All Small Motors with Fusetrons 


When pumps, fans, air compressors, blowers, conveyors, 
mixers, stokers, oil burners, grinders — or any of the hun- 
dreds of other circuits on which small motors are used — 
















are out of service because a motor burned out the losses p' 

° ° ° , 
incurred make the cost of Fusetron protection seem mighty y 
i small. 





sy Compare the cost and trouble of replacing or rewinding 
a small motor to the 30¢ or less that a Fusetron costs. Add 

| | the inconvenience of having the motor out of service. Then 
it is easy to see why it pays to give ALL small motors te 
Fusetron protection. | . 


On normal installations, to protect a motor against burn- 
rata iy? ee out simply install a Fusetron of motor-running protection 

size anywhere in the circuit to handle only the motor current. 
That’s all there is to it. 


.;Here's proof... 


Fusetrons Eliminate Average of Two Motor Burnouts Motor Repair Co. Won't Guarantee 
per Month on Fan Motors 













Motor Rewind Job Unless Motor 

“Steam is exhausted from the rooms where we empty our bone char 
by exhaust fans of two types — a 36 inch fan operated by '2 h. p. motor 
and a 24 inch fan operated by ‘4 h. p. 3 phase — 220 volt motor. The 


is Protected by Fusetrons 









grilles or louvers open to the northeast right over the Delaware River. “We have found Fusetrons and Fustats (Fusetrons 
High winds will therefore sometimes stall the motors and in a very with a tamper resisting base for 125v. circuits) so sat 
severe storm, the wind may even reverse the direction of the motor while isfactory for the protection of small motors that for a 
it is running. Also, the starting current is increased greatly when the number of years we have refused to give a warranty 
blades are revolving in the opposite direction, due to high wind. with a rewound motor job unless the owner installed a He 4 
“Prior to 1942, at least two of these fan motors were replaced every Fusetron or Fustat to protect the motor. We saw to it 
month, due to burnout. Replacement was very difficult and expensive that the size used would give burnout protection. 
due to the fact that the fans are mounted right below the ceiling and “We are convinced that this policy of installing a 
above steam pipes. Fusetron or Fustat to protect all rewound motors has 
“Early in the summer of 1942 we installed 8 ampere Fusetrons for the saved us a lot of unjustified complaints — and no one 
12 h. p. motors and 6'4 ampere Fusetrons for the ‘4 h. p. motors. Up to knows how much expense taking care of motors within 
August of 1945 we had not had to replace a single fan motor protected the warranty period.” 


by Fusetrons.” 






David J. Coles, Electrical Engineer, A. H. Wolf, Superintendent of Motor Repair Dept 
McCahan Sugar Refining Co., Swanson-Nunn Electric Co. 


Philadelphia, Pa Evansville, Ind 





Don't Forget 






Fusetrons do a lot more things than protect motors against will freshen up your talk and help you matre a more complete 
burnout. So, before talking to your customer maybe it will pay presentation on the advantages of using Dusetrons throughout 
you to glance over the Fusetron bulletin in your binder. This the entire electrical system. 









Bussmann Mfg. Co., St. Louis, Mo., Division McGraw Electric Company 


BUSS FUSETRON 


